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Peoria Life Insurance Company 























—reasonably 
dissatisfied 


Mr. C. F. Kettering, famed 
automotive research expert, ad- 
vocates new products, styles, and 
models to keep the public rea- 
sonably dissatisfied with what it 
already has—not in a spirit of 
complaint and criticism, but 
through desire for something 
better. 

That aptly expresses the atti- 
tude of Peoria Life agents 
toward their results in 1931 to 
date. They are decidedly not 
disappointed in the record of the 
first half year. Individually, 
many have actually surpassed 
their best production records of 
any previous year. As a whole, 
the Peoria Life Agency Force is 
definitely ahead of the largest 
quota ever assigned to it. 
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PEORIA, ILLINOIS 








Organized action by Peoria 
Life agents has resulted in a 
marked decrease in requests for 
policy loans and noticeable in- 
crease in repayments—a clear-cut 
policyholder service. Conserva- 
tion plans and methods devised 
by the company have rendered a 
further effective service to pol- 
icyholders, and an advantage to 
agents financially interested in 
renewals. 

Peoria Life agents are pleased 
with their accomplishments thus 
far in 1931. Being “reasonably 
dissatisfied,” they intend to make 
the last half even better than the 
first. In this ambition, they are 
encouraged by the practical sup- 
port and thorough cooperation 
which they have learned by long 
experience to expect from their 
company. Peoria Life agents de- 
pend with well-placed confidence 
on Peoria Life Service to pro- 
mote their success. 
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How The Equitable is Advancing 
the Cause of Life Insurance 
through 
A Comprehensive and Inclusive Service 
for Agents and Policyholders 
HOME OFFICE CO-OPERATION 





Expert Field Supervision and Assistance Training Facilities: 
Comprehensive Canvassing Material Preliminary Training Course 
Weekly Agency Periodical Correspondence Course 
Personalized Letter Service Field Schools 
Policyholders Service Campaigns Specialist’s Courses 
Policyholders Change of Address Service Specialized Sales Service 
Home Office Leads for Business A Department of Conservation 
Century Clubs and Million Dollar Corps Contributory Group Insurance for Agents 
COMPLETE LIFE INSURANCE AND ANNUITIES 
An Equitable Policy for Every Need Non-Medical Insurance for Policyholders 
Special Business Insurance Material Rural Non-Medical for Non-Policyholders 
Corporate and Absolute Owner Form of Policy Disability (Income for Economic Death) 
Inheritance Tax Service Double Indemnity for Accidental Death 
Annuities— Regular Monthly Premium 
Refund Home Purchase 
Retirement Annuity Bequest Insurance 
Convertible Policy Salary Savings 
Educational Fund Agreement Insurance for Women and Minors 
Salary Continuance Agreement Sub-standard Business 
Life Income and Instalment Policies Group Life Insurance 
Guaranteed Investment Policy Group Disability 
Preliminary and Initial Term Group Accident and Health 
Economic Adjustment Policy Group Pensions 


Free Health Examination Service for Policyholders 
72 YEARS OF LIFE INSURANCE LEADERSHIP... THE FINANCIAL SERVICE OF A BILLION DOLLAR COMPANY 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE 


UNITED STATES 


THOMAS I. PARKINSON, PRESIDENT 


393 7th Avenue New York, N. Y. 
A Mutual Company with over Two Million Members insured for over Seven Billions 
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John G. Shedd 
Aquarium. A 
recent addition 
to Chicago's 
fine institutions 
for the spread 
of knowledge. 
Opened to the 
public June 1, 
1930. Thereare 
132 exhibition 
tanks and addi- 
tional ones for 
the fish hatch- 
ery and reserve 


specimens. . 


Man rises above the 


animal through his ability to reason and to com-~ 


municate his thoughts to others of his kind. It is 


not strange, then, that an important part of a 


people’s duty is to provide facilities for the 


preservation of acquired knowledge. Museums, 


art galleries, libraries, and like institutions, be 


they supported by individual generosity or 


public taxation, are essential to the progress of 


society. Chicago is not lacking in cultural 


advantages. Chicagoans have access toa wealth 


of knowledge and lore, scientific, artistic, 


literary, andhistoric. . ... . 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING CHICAGO 1212 LAKE SHORE DRIVE 
Raymond W. Stevens, President 











a | , «ie 

















Adler Planetarium. First institution 
of its kind to be established in 
America. Spectators sit beneath its 
dome and “ atch a miniature universe 


electrically operated by a lecturer. 
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Art Institute, incorporated 1879. 
A treasure house of arts. Museum, 
permanent collections, passing exhi- 
bitions. Operating a school of arts. 
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Home of the Civic Opera Associa- 
tion of Chica oO. A rich part of the 
city’s cultueat life. Twentieth sea~ 


son opened in October, 1930. | | 
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A Good Place to Live 
A Good Place to Work 
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Annuity Writing 
May Have Danger 


These 
tracts Are Now Being 


Vast Number of Con- 


Purchased 


PROBLEMS ARE AT HAND 


Actuaries in Delving Into Experience 
of Companies Say That No Profit 
Is Found 


There have been more annuities sold 
during the last year or so than in any 
previous similar period. In fact life in- 


surance as an investment has so pos- 
sessed the mind of people that they are 
looking to it from the standpoint of 
savings and safety as never before. In 
that 


as “annuity companies” in 


past years there were companies 
were known 
that they had different kinds and stimu- 
lated the their 
toa certain extent. They had given the 
subject thought and had working equip- 
ment. However, the annuity business 
has never been a very large one with 
the exception of a few companies that 
did endeavor to interest their agents in 
selling this form of contract. 


business among agents 


Investment Feature Prominent 


With the change in public sentiment 
and the drift towards security in sav- 
ings and investments, retirement in- 
come, annuities, old age policies, short 
term endowments with the proceeds left 
with companies, have leaped into fame 
and been eagerly sought after by those 
who have money to invest and did not 
care to expose it to the hazard of the 
stock market. Life insurance has been 
the embodiment of security because pol- 
icyholders have lost so little themselves 
in purchasing policies. Agents there- 
fore have stressed the investment fea- 
ture, the desirability of possessing con- 
tracts with companies so that the prin- 
cipal would not be impaired and the re- 
turns would be moderate. Retirement 
meome, short term endowments and the 
like have been brought into play. 


Have Recommended Annuities 


Companies that had various annuity 
contracts have reaped quite a harvest 
because their agents have been going 
out in the highways and by-ways sell- 
ing annuities when they could not find 
Many prospects for regular life insur- 
ance. The annuity field; therefore, has 
opened up an entirely new vista. Agents 
have realized that in order to keep up 
their income they must get into the in- 
surance investment field. A large num- 

t of companies had never sold an- 
huities to any extent. Most of them 
had a single premium annuity but if a 
half a dozen contracts were sold in a 
year, the matter was reported at meet- 
ings of the board. With, however, many 
agents talking annuities, people have be- 

{CONTINUED ON PAGE 11) 





Welch, Robbins, Williams, 
Dingman on Disability 





This week, Tut NATIONAL UNDERWRITER | 
is publishing comments on disability by 
A. A. Welch, president of the Phoenix 
Mutual Life; Col. C. B. Robbins, presi- 
dent of the Cedar Rapids Life and 
president of the American Life Conven- 
tion; Dr. H. W. Dingman, vice-president 
and medical director Continental Assur- 
ance, and Charles F. Williams, presi- 
dent Western & Southern Life. 

Mr. Welch tells something of the ex- 
perience which his company has had 
with the income disability feature. The 
Phoenix Mutual, he says, has not had 
disastrous results with disability. He 
believes that, inasmuch as the benefit 
has become almost an integral part of 
the life insurance policy, a way will be 
found for continuing it. 

Colonel Robbins favors abolition of 
the income disability form by agreement 
among companies which are members 
of the Life Presidents Association and 
of the American Life Convention. 

Dr. Dingman observes that pensioners 
are jeopardizing disability insurance. He 
feels that a coinsurance clause might be 
inserted, whereby a lower scale of bene- 
fit would be paid after a certain period. 

Mr. Williams believes that the various 
life insurance associations should get to- 
gether for the formation of a proper 
disability provision. 


Welch Gives Phoenix 
Mutual’s Experience 


Comment by President Welch is pre- 
sented herewith: 

“The whole situation is being con- 
sidered so exhaustively and well at the 
present time by a committee from the 
companies, that I do not wish in any 
way to appear to ‘settle it in advance’ 
by making any public statement pur- 
porting to picture the view of the com- 
panies. Unquestionably this form of 
service that has been given to the hold- 
ers of life insurance contracts has en- 
tailed a heavy loss on many of the com- 
panies, occasioned no doubt by liberal 
underwriting, the exigencies of unem- 
ployment and to some extent by recent 
court decisions. 

“I have no objection, however, to giv- 
ing the experience of this company, 
which issued its first disability insurance 
in December, 1914. 

“At that time we incorporated some 
principles in our contract which might 
well be considered at the present time: 
In the event of total and permanent dis- 
ability before age 60, the contract pro- 
vided for the waiver of premium and 
also for payment of interest (at the rate 
assumed in dividend formula) on the 
face of the policy, and that if total dis- 
ablement should continue for five years, 
the full face of the policy would be paid. 
The premiums were carefully figured on 
provision for such benefit, the insurance 
was carefully written in moderate 
amounts, and our experience has been 
quite satisfactory. 

“Subsequently, 
companies, we 


in line with other 
issued a $10 monthly 


benefit for each $1,000 of insurance, but 
until the uniform plan went into effect, 





July 1, 1930, we required six months of 
total disability to establish permanence. | 


“This company has a relatively small 
number of agents, well trained and 


under careful supervision, and _ the 
amount of our disability insurance I 
think has been relatively larger than 


that of other companies. 

“Up to the end of last year our dis- 
ability contracts had not entailed a very 
material loss, but since then, during the 
present year, there has been a definite 
upward trend in claims. 

“For over six years we have issued 
a very large amount of insurance with- 
out medical examination, and with these 
policies have freely issued disability in- 
surance. It has been very interesting 
to us to follow our disability experience 
on this group, where the selection by 
the agent would count for so much, and 
up to the present time our experience 
with this group has been entirely in line 
with that in our medically examined 
business. 

“Our own experience, therefore, would 
not lead us to an elimination of this 
benefit from our life insurance contracts 
It has become a very real part of our 
life insurance policy and we expect that 
a way will be found for continuing this 
benefit in the future. 

“From our experience, however, four 
essentials stand out as necessary: First, 
a more careful underwriting than has 
been given in various companies; sec- 
ond, a better means of limiting the total 
coverage granted by all companies on 
an individual risk; third, a reduction of 
the income to $5 a month for each 
$1,000 of insurance; and fourth, a wait- 
ing period of six months before total 


disability can be considered as _per- 
manent.” 
a + + 
Life Companies Should 
Not Enter A. & H. Field 
The recommendation of Colonel Rob- 


bins is as follows: 

“My opinion is that life insurance 
companies should not go into the acci- 
dent and disability business, leaving that 
form of coverage for companies writing 
that sort of business exclusively. 

“I would be in favor of an agreement 
among all life insurance companies re- 
moving the $10 per month benefit from 
the total and permanent disability 
clause, and leaving only a waiver of pre- 
mium clause. There is no question but 
what life insurance companies have 
suffered because of the present form of 
disability clause and that it has encour- 
aged malingering and litigation. 

“I would be in favor of an agreement 
among all the companies of the Amer- 
ican Life Convention, acting with com- 
panies of the Life Presidents Associa- 


tion, whereby the present disability 
clause could be removed from the 
policy.” 
ye 
Basic Principles Have 
Been Ignored—Dingman 
Dr. Dingman’s analysis of the dis- 


ability form follows: 
“One hesitates to speak too positively 
concerning the disability problem. If 
(CONTINUED ON PAGE 12) 





Combined Attack 
Hits Companies 


Life Insurance Stands Up Under 


Severest Test Ever 


Known 


ALL COMES AT ONE TIME 


Many Factors Enter Into the Present 
Situation, Requiring Resourceful 
Men at the Wheel 





Despite the many obstacles con- 
fronting life insurance today, not- 
withstanding the numerous prob- 
lems before the executives and 
field, the institution stands un- 
daunted. In all lines of business, 
enterprises have failed or sus- 
pended. Many are so badly 
crippled that they are scarcely 
recognizable. Life insurance is 
silhouetted against a dark business 
sky in bold relief, prominent, un- 
scathed, possessing the crusading 











spirit and carrying the torch 
through dark places. 
NEW YORK, Aug. 13.—Every life 


has its 
This 
is regarded as the greatest testing time 


msurance home office today 


problems of one kind or another. 


that life insurance has ever encountered 


There never before has been the com- 


bination of untoward factors affecting 


companies as those of the present, com- 


ing at the same time. Many companies 


are involved in investment problems. 


Some have hundreds of farms on their 


hands that are in 


default 


and farm mortgages 
and will have to be foreclosed. 
They are practically in the farm busi- 
ness. Others have found that some of 
their city loans have “gone sour,” espe- 
cially those on apartment buildings, 
hotels, office buildings, etc. Others have 
held bank stocks and they show a great 
depreciation. There are bonds that have 
defaulted or are in a shaky condition. 
There are but few companies that can 
be said to have weathered the storm 
without a shock so far as the investment 
cyclone is concerned. Some companies 
are badly shaken, but the foundations 
are holding. 


Drain on Companies 


The big drain on the funds of com- 
panies due to policy loans and demands 
for eash surrenders has been terrific. 
This has forced companies frequently 
to sell securities or borrow on thém, so 
great has been the demand. The very 
fact that there is such an importunity 
for loans has caused that particular de- 
partment at the home office to be run 
at greater speed and hence the expenses 
have increased. Hundreds of thousands 
of people have fallen back on their life 

(CONTINUED ON PAGE 11) 
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Plans Laid for Big Meet 
of the Fraternal Congress 


IN MONTREAL AUGUST 17-20 

Superintendent Finlayson, J. R. Hann, 

R. R. Hamilton, Dr. W. E. Thorn- 
ton Among Outside Speakers 





The National Fraternal Congress will 
meet Aug. 17-20 in Montreal with dele- 
gates representing more than 90 sfa- 
ternals of the United States and Can- 
ada expected. : en 

On the first morning, the various sec- 
tions of the congress will assemble for 
a joint meeting, to be presided over by 
B. C. Marks, head of the presidents 
section, Charles Duquette, president 
L’Alliance Nationale, will make the ad- 
dress of welcome and the response 1s to 
be given by P. F. Gilroy, president 
Woodmen of the World, Denver. . oy 
presidents’ section will present R. R. 
Hamilton of Moody’s Investors Serv- 


ice. 
Medical Section Speaker 


The medical section will present Dr. 
W. E. Thornton, Lincoln National Life, 
who will talk on “The Modern rend 
in Underwriting.” The secretaries sec- 
tion will also have a speaker. | “4 

The press section banquet will be he ¢ 
the evening of the first day with Mrs. 
Julia Clingen, chairman. H. K. Mc- 
Evoy of Chicago will be the speaker. 
New officers of the press section will 
be installed. ’ ' : 

The banquet the first evening will be 
followed by a reception to the officers 
of the congress in charge ot the Mont- 
real fraternalists. The congress | will 
convene Tuesday morning with Presi- 
dent T. L. McCullough in the chair. 
Mr. McCullough is head of the Praetor- 
ians, Dallas. T. H. Bell will deliver the 
address of welcome, representing the 
Canadian Fraternal Association. Re- 
sponse will be given by G. R. Allen of 
the National Fraternal Congress. There 
be introduction of officers of the 
Fraternal Association, mem- 
bers of the executive committee of the 
I. F. C. of A., past presidents, presi- 
dents of sections and officers of societies 
recently affiliated with the congress. Mr. 
McCullough will deliver the annual ad- 
dress and T. H. Cannon, secretary, will 
submit his annual report. Mr. Cannon 
is high chief ranger of the Catholic Or- 
der of Foresters, Chicago. 


will 
Canadian 


Memorial Services 


Tuesday afternoon a memorial serv- 
ice is scheduled in charge of Dr. Felix 
Godin, president Catholic Knights of 
America. After the sessions there will 
be a ride and habitant dinner. 

Three speakers are scheduled for 
Wednesday morning—George D. Fin- 
layson, Canadian insurance superinten- 
dent; J. R: Hann, head of the Otis 
Hann Company, who will talk on “Re- 
writing Lapsed Business”; G. A. 
Hricko, president First Catholic Slovac 
Union, who will speak on “Our Juve- 
niles.” 

Wednesday afternoon’s program in- 
cludes an address on “Junior Publica- 
tions” by Paul Ditzen; “Insurance Con- 
servation” by Haydn Arrowsmith, presi- 
dent Fraternal Brotherhood, Los An- 
geles, and F. J. Curran, K. C., president 
Catholic Mutual Benefit Association, 
Montreal. 

The business of the convention will be 
transacted at the concluding session 
Tuesday. e 


“Pilot Life Promotions 


‘he Piot Life has announced the pro- 
motion of Dr. F. H. Starr, medical direc- 
tor, to vice-president and C. C. Wim- 
bish, assistant secretary, to secretary. 
These appointments fill the offices left 
: nt by the recent death of H. B. 











Rogers on Program 











HOMER L. ROGERS 


Homer L. Rogers, who discusses the 
subject of securing new agents and get- 
ting them promptly into production in 
urban centers of 50,000 to 750,000 at the 
management meeting in Pittsburgh, 
Sept. 22, as part of the convention of 
the National Association of Life Under- 
writers, is a living example of the fact 
that it does not pay managers to pass 
up all part-timers. He was a part-timer 
from 1908 to 1919 while he was county 
superintendent of schools in Indiana, a 
post attained at the age of 23. He then 
started full time in Pulaski county, 
Indiana, and in 1921 was appointed dis- 
trict manager for the Equitable Life of 
New York at Winamac, Ind. He was 
transferred to La Fayette, Ind., in 1923, 


supervising 19 counties and _ building 
business up to $1,500,000 annually in 
two and a half years. Then in 1925 


he was promoted to unit manager at 
South Bend, and became agency man- 
ager in 1928. His Indianapolis agency 
has had remarkable growth and now is 
third in the society, covering 26 counties 
and having 200 agents. 


File Executives Conduct 
First Conference in Chicago 


A tri-state conference of file execu- 
tives and office managers was held in 
Chicago, Aug. 7-8, for the purpose of 
aiding in a broad, up-to-date conception 
of what a filing department means. 
Great interest was shown in this con- 
ference—the first of its kind ever held. 
Those present came from Illinois, Wis- 
consin, and Indiana. Visits were made 
to outstanding filing departments: the 
impairment file of the Federal Life, con- 
taining 4,000,000 cards; the library of 
the Chicago “Daily News”: the trust 
files of the Continental-Illinois Bank. 
A series of lectures and demonstrations 
was also given at the offices of the Chi- 
cago Bureau of Filing & Indexing, under 
whose sponsorship the conference was 


held. 


Encourages C. L. U. Applicants 


The Northwestern Mutual Life now 
has 41 agents who have successfully 
passed the C. L. U. examinations. Plans 
have been made by the company to en- 
courage those qualified to take the 
examinations, and to prepare period- 
ically for them by following an outline 
of study which has been prepared. 

Further encouragement to this project 
was given when a C. L. U. group was 
organized and held its first meeting dur- 
ing the annual convention of the Asso- 
ciation of Agents of the Northwestern 
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Reform Legislation Urged 
in D. of C. Official’s Talk 


DAVIS ADDRESSES MANAGERS 


Takes Up Questions of Twisting, Use 
of Names of Old Line Companies 
by Unauthorized Concerns 


WASHINGTON, Aug. 13.—The 
managers’ section of the District of Co- 
lumbia Life Underwriters Association 
has been asked by Superintendent H. L. 
Davis to lend its aid in procuring legis- 
lation against certain objectionable prac- 
tices. 

While Mr. Davis has no detailed 
legislative plan worked out as yet, he is 
especially interested in securing the pas- 


sage of a law that would outlaw the 
practice of unauthorized organizations 
assuming the names of reputable old 


line companies and leading the potential 
purchaser of insurance into the belief 
that he is dealing with the old estab- 
lished company. To accomplish his pur- 
pose, Mr. Davis said, it may be neces- 
sary to obtain an amendment to the 
trademark act, which would permit in- 
surance companies to register their titles 
as trademarks, something they can not 
now do, as the law does not seek to 
protect “service corporations,” in which 
class insurance companies are listed. 
Seeks Legislation on Twisting 


Another plan of the commissioners, 
he told the managers’ section, is to pro- 


cure uniform legislation against twist- 
ing. On this subject Mr. Davis said in 
part: 


“Many unscrupulous ways and means 
are adopted in various jurisdictions in- 
cident to twisting life insurance poli- 
cies, combined with various forms of 
refined deviltry. A twister indulging in 
these pernicious practices, wherein he 
endeavors to dissatisfy a policyholder in 
a company which early attained and is 
steadfastly maintaining high standards, 
has only one purpose—personal profit 
or gain by his deliberate misrepresenta- 
tions. The twister aims to dissatisfy a 
policyholder with his present protection 
in order that a policy of another com- 
pany may be substituted in lieu of a 
policy of established value. 

“Twisting is frequently accompanied 
by innuendoes against the company in 
which the policyholder is insured. It is 
one of the most reprehensible acts of 
which an agent may be guilty. The 
agent who adopts such methods of mak- 
ing sales of insurance should have no 


standing among reputable insurance 
men.” 

Action by Managers Asked 
The superintendent asked that the 


managers take up with their policyhold- 
ers this subject. “Ask your policyhold- 
ers,” he said, “to carefully analyze the 
salient points, and encourage them to 
submit to the agency directors of the 
respective companies in which they may 
have insurance all outstanding features 
presented by the twister. Also encour- 
age your policyholders to come directly 
to you, stressing the point that no in- 
termediary is necessary. Almost irre- 
parable loss would be avoided if policy- 
holders would take this course of action 
immediately upon being approached by 
a twister.” 

3oth these questions, Mr. Davis said, 
will be taken up by the Commissioners 
Convention at its meeting in Portland. 


Lebart Made Vice President 


SAN FRANCISCO, Aug..13.—O. C. 
Lebart, general agent of the New Eng- 
land Mutual Life is appointed vice-presi- 


dent of the San Francisco General 
Agents & Managers Association, suc- 
ceeding W. R. Spinney resigned and 


oa. &. &: Woodruff is appointed execu- 
tive committeeman succeeding Alfred 


= ==> =—!{ 


Penn Mutual General Aausl 
Convene at White Sulphur 


MANY PROBLEMS DISCUSsEp 


Vice-President Stevenson Presides at 
Three-Day Gathering on Important 
Field Questions 


WHITE SULPHUR SPRINGS, w. 
VA., Aug. 13—The annua! meeting of 
the Penn Mutual Agency Association 
was held here Aug. 10-12. Monday the 
topics were new and old organization 
problems. Vice-president J. A. Steven. 
son presided. 

“Principles and practices of under- 
writing” were considered Tuesday, Mal- 
colm Adam, assistant vice-president 
underwriting department, being jp 
charge of the discussion, He discussed 
factors governing mortality. 





Timely Tepies Discussed 


Other topics were, “The Work of the 
Underwriter,” “Selection at the Source 
by the General Agent,” “The Home Of. 
fice Underwriting Organization.” 

case clinic was held. Medical Dj- 
rector S. B. Scholz gave an address, a 
Elliott Hall was in the chair. 

Wednesday, B. F. Shapro, general 
agent San Francisco, presided over a 
discussion of “Home Office Coopera- 
tion” by J. H. Jefferies, agency secre- 
tary; Wallis Boileau, Jr., superintendent 
of agents, and E. P. Huttinger, manager 
training department, and “Successful 
Sales Stimulation Plans,” discussed by 
Mr. Shapro, J. T. Hodgskin, sales di- 
rector, Hall agency, New York; W. § 
Hale, general agent Atlanta; L. F. Sa- 
varese, general agent Jacksonville, Fia.; 
R. P. Banks, general agent Denver. 

“The New Bank Book Sales Plan” 
was described by Mr. Hall, its creator. 

Vice-president Kingsley discussed the 
value of reorganizing sales effort to meet 
present conditions, Vice-president 
Stevenson closed with a talk on “Our 
Responsibility to the Penn Mutual.” C. 
J. Iredell, general agent Cincinnati, was 
reelected president of the association. 


Appeal to U. S. High Court 
in Execution Death Case 





Appeal has been taken to the United 
States Supreme Court from the decision 
of the United States circuit court of 
appeals for the seventh circuit that 
double indemnity benefits need not be 
paid-to beneficiaries of a man who has 
been executed. The case was Diamond 
et al vs. New York Life. 

The Supreme Court will be asked to 
pass on the question whether evidence 
of execution after conviction for homi- 
cide to show that the insured’s death 
resulted from violation of law may be 
introduced. The plaintiff argued that 
such proof is not admissible in a civil 
action between different parties to show 
the insured’s guilt. 





Spelling Bee Winner 
Buys Juvenile Policy 


U. S. Collins, general agent for 
the Illinois Bankers Life in Table 
Grove, Ill, having been a school 
teacher and having watched the 
progress of a recent national 
spelling bee among school chil- 
dren, made a customer of Ward 
Wilson of Whitehall, Ill. 15 year 
old winner of the spelling contest. 
The boy and his mother were 
easily convinced of the value of 
the policy, because the boy’s father 
died while the spelling contest was 
in progress. 














vice-president and secretary. 


Mutual last month. 





Matthews resigned. 
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Penn Mutual Has 
Agency Gathering 


Home Office and Field Forces 
Meet at White Sulphur 
Springs, W. Va. 


PRESIDENT LAW ATTENDS 


Big Leaguers From Many Points Tell 
How Depression Situation Is 
Being Met 


Over 500 men and women of the Penn 
Mutual field force and a large repre- 
sentation of home office officials at- 
tended the annual convention at White 
Sulphur Springs. Vice-President J. A. 
Stevenson, in charge of the agency de- 
partment, was chairman, supported by 
President W. A. Law. 

Mr. Stevenson opened with an ad- 
dress, “Planning Ahead.” President 
Law discussed the Penn Mutual’s finan- 
cial position. He described the varied 
securities held by the company, telling 
why they were desirable. Mr. Law feels 
that agents are keenly interested at this 
time in the financial security behind the 
insurance, as they are questioned about 
it constantly. 


Symposium of Sales Plans 


A symposium by four agents followed 
on “My Most Effective Sales Plan in 
1931." Those contributing were C. R. 
Mathews, Kansas City agency; H. M. 
Gershon, Atlanta agency; Henry Faser, 
Jackson, Miss., agency, and Leonora 
Olsen, J. A. McCloskey unit, Stevenson 
agency. She went to the Penn Mutual 
a year and a half ago as a part-timer, 
in January went on full time; and has 
made a brilliant record. Osborne 
Bethea, new assistant superintendent of 
agents, introduced these speakers. 

Malcolm Adam, assistant vice-presi- 
dent, underwriting department, held a 
clinic on “The Cases You Send to Us.” 
Taylor Glading, Stevenson agency, 
product of the Wharton School of 
Finance, University of Pennsylvania, 
who has been with the Penn Mutual 
only a year and a half and has made a 
fine record insuring young men, told 
his methods. 

Albert Hopkins, veteran New Yorker 
who specializes in business insurance 
and estate conservation as a member of 
the J. Elliott Hall agency, discussed 
“Adjusting Selling Plans to Meet Pres- 
ent Conditions.” His business this year 
iS prosperous, demonstrating that he 
has adjusted his selling plans to meet 
present conditions. 


Talk on Business Insurance 


At the second morning’s session E. 
P. Huttinger, manager new training de- 
partment and for many years the com- 
pany’s tax expert, discussed “Business 
Insurance in 1931.” 

Three sales demonstrations next were 
offered under direction of J. E. Gibbs, 
home office representative, training de- 
partment. The first was the “Create 
and Save” sales talk devised by Mr. 
Stevenson, the salesman being Eric 

ilson and the prospect Monroe Hey- 
man, both of the R. G. Englesman 
agency, New York. Next came the 

Bank Book” sales talk, devised by J. 
Elliott Hall, with R. T. Eckenrode -as 
salesman and Samuel Eshleman as pros- 
Pect, both of the E. R. Eckenrode 


agency, Harrisburg. Last was the 
qeonvertible Income Policy,” a_ talk 
esigned by G. C. Wuerth, associate 


general agent, McWilliam & Hyde gen- 
tral agency, New York City. Mr. 
(CONTINUED ON PAGE 11) 








Figures As Filed in Georgia 


Semi-Annual 














Life Co ies’ 
Illinois Life 
DE «sci sawensamehedeu $ 39,781,710 
GEE oes bnnewsseenssses 4,000,000 
Dt ttcidenndbsbeasenee 780,483 
Insurance in force......... 166,649,449 
Six months’ income........ 3,283,964 
Disbursements .......e+e0% 3,244,062 
*x* * * 
Massachusetts Mutual 
BRGOAD cocccscscescecooeses 412,205,255 
Insurance in force......... 2,146,987,035 
De wrcnneebetense beaes 57,223,405 
Disbursements ........se6s 38,476,084 
* * 
Massachusetts Protective 
DONE -065006000000800808006 = 3,033,611 
CEE 6.660660508 sersseseoe 300,000 
PE scosesesdocectoeucs 575,964 
Insurance in force......... 27,055,883 
Income ..... poccceccoceccos 456.420 
SPOUDUEOEEROMES 3 cccccosceces 208,927 
x * * 
Paul Revere 
DE ci céncekdedéeee vases $ 635,997 
Sn. ¢qna0bsetenhesneeees 400,000 
DEOEE cescccvseseoccoeses 148,783 
Insurance in force......... 1,578,265 
BOOED ccocccscecesceceocere 19,472 
Disbursements .......see6:. 92,193 
x * 
Pan-American 
BABE coccecsccessecocececs 28,455,663 
Dt. <caseeeenesecesesees 1,000,000 
DE caseensseeesesesees 1,711,294 
Insurance in force......... 191,383,674 
DOD 06 0406646560000000002 3,863.648 
Disbursements ......+sse% 3,154,579 
*x* * 
Jefferson Standard 
ED ance seeetéousnusees< $ 54,308,643 
TPE 24600060066e00s0c0088 1,000,000 
Dt <tengneceenteeceens 1,740,000 
BROGERO cacccccccceccceceeoce 7,268,000 
Disbursements ........ee6. 5,957,791 
- 
Aetna Life 
BEER 900046004606000006086 $ 435,291,400 
CEE weonenececeuneceeose 15,000,000 | 
Dt, cteecabecienéee-eeeen 22,263,993 
Insurance in force......... 3,857,548,806 
DP stun ssntndathe ene eoe 64,026,831 
Disbursements ......+.ee6.5 57,593,027 
_ - 
American Central 
Ee. ncrcusssiaavewicukasd $ 18,628,317 
CRONERE ccccccececescoeecece 274,000 
BUPPEMS ccccccccccccecesecs 719,206 
Insurance in force......... (not given) 
BMGGERO ccoccccccccoeseecooes 2,400,526 
DisbursementS ......+se06% 2,109,823 
x* * * 
Bankers National (N. J.) 
BOOS. cutedocdsiescoodseoues £ 2,716,340 
Capital .ccccceccccesccccecs 420,000 
Dn ccceccukesoonseseeé 48,149 
Insurance in force......... (not given) 
BMOOERO cocccscccccecceceses 946,256 
DisbursementS§ .....seee05 ° 807,488 
* * 
Commonwealth (Ky.) 
BUEN 6000s encevcesececsss $ 13,870,932 
COMEERE ccccccccccccoccecese 1,500,000 
BUTPENS ccccocccccsecccccse 966,783 
Insurance in force......... 120,510,147 
TMCOMBES cccccccccccccccccces 2,087,280 
Disbursements .....6+see0% 1,632,885 
x* * * 

Guarantee Fund Life (Neb.) 
DEE civcnnnso4seoessesese $ 15,489,518 
Surplus (reserve) ........++. 943,283 
Insurance in force 167,671,000 
BMOGEEO ccccccccecccccocecee 3,328,842 
Disbursements .....+.+-++% 3,381,728 

se © ¢ 

Inter-State Life & Accident 
ABBOUB ccccccccececsosseces i 2,715,086 
CamTORs ccccccccccecscecesses 300,000 
BUSROER cccncescecovccecese 175,000 
Insurance in force......... 42,367,011 
BROOTEO ccccccescscceosceesse 988,610 
DisbursementS ......+see+. 929,175 

x * 

Penn Mutual 

BEBSED scccceesceesssoeeevce $ 482,540,844 
BMOGERO. cocccccecesccesceces 60,184,373 
Insurance in force......... 2,119,485,937 
DisbursementS .....es+ee+. 39,098,137 

x * * 

Mutual Benefit Life 

BamOOS cccccccccesceceseses $ 586,099,458 
Insurance in force......... 2,501,275,395 
BMOOTED cccccccccccevcesoocs 60,177,169 
Disbursements .......-+«++ 49,610,835 

. = 

Provident Mutual 

BOBOOR 60:0006eneoneonecesss $ 252,459,052 
Insurance in force......... 1,026,312,956 
DGD ccocencecseeesescoses 19,201,066 
Disbursements ...+..eeese+ 19,049,272 

* * 

Pilot Life 
ABOOER cccccccccsescecosees $ 13,532,391 
Capital ccccccccececcccs eece 1,000,000 
BRPBONS ccccccccestonccossce 37,433 
Insurance in force......... 101,437,724 
BROOEBO cccccccccccaceseocece 1,923,790 
'DisbursementS .....seeee0% 1,944,384 








| Reliance Life (Pa.) 
© BOBOAB ccoccccescececesececes $ 72,510,246 
CRPTERE ccccccccoccceseseces 1,000,000 
CUED céecceeaceascenecescs 3,396,560 
Insurance in force......... 470,796,950 
BROOGERO sccccsocccsocesooeee 10,316,579 
Disbursements .....ssse6. . 6,958,115 
x* * * 
Rockford Life 
Baenete cossnnseesencéaeeese $ 2,957,774 
EGE ceptencceednseese eee 2,000,000 
PED 4«050006006606660086 113,543 
Insurance in force......... 26,136,489 
BROOMS cocccsccescccococcecs 416,729 
Disbursements ......-+se+:% ° 307,337 
*x* * * 
Security Life (N. C.) 
ABBOEB cocceccccccececececs $ 3,548,339 
CODTGRE ccoccceccccececcsoses 400,000 
DEED seescanncoescosecsee 113,627 
Insurance in force......... 27,767,450 
BMOOER® ccccccccccccceccecse 476,744 
DisbursementS§ ......ssee% 315,391 
* * 
Shenandoah 
BOBOAB ceccoccceccocecesecs i 6,333,803 
CRPTIRE ccccccceccescoecesess 500,000 
DUSTPUES cccccccccsccnceeese 617,380 
Insurance in force......... 126,806.005 
BROGEEO ccccccceecccesceseese 1,132,550 
Disbursements .......s+e% 975,529 
x * * 
Life & Casualty (Tenn.) 
BOGGS cosccnsscceesesesscese $ 12,339,468 
SIMEON eudosccooenesaceevese 1,500,000 
Pe 20009400606660600006 645,718 
Insurance in force......... (not given) 
EROOERO ccccccccccccececcese 3,868,935 
Disbursements .......see6% 3,526,660 
x* * * 
Continental Life (Mo.) 
BOBS coescecceouscesecoes 17,339,596 
SED sscdeceesessoesseess 500,000 
DO. sccacsededadeseoenn 635,481 
Insurance in force......... 107,663,286 
BROGERO ccocncceceocvesecorse 2,283,364 
DisbursementS ......sese0% 2,234,955 
x * * 
} Connecticut Mutual 
ASGOB ccccccesevese seeeeses $ 203,186,646 
Insurance in force......... $61,974,000 
BROOD cdcccocccecssoceseccs 22,304,177 
DisbursementS .....sss+s0% 14,954,063 
| * * 
American National (Tex.) 
|e Lcasheuuaasstiatans’ 45,484,891 
CBEGRS coccceseeceeceosooce 2,000,000 
SGPONS wcncecacsees 5,005,245 
Insurance 563,616,098 
DOOREDD csccaccesvesecesocece 8,348,756 
ran 6,224,052 
. * = 
Mutual Life (N. Y.) 
BEREAE scaddcnsenssdsesices $1,081,565,027 
Insurance in force......... 4,493,312,375 
BRGOERO ce ccecescesceesececs 122,238,478 
x* * * 
Missouri State 
BABES ovccocecensvecesesere $ 153,655,733 
SERRE oceneveeeeneseseeses 5,000,000 
rar (not given) 
Insurance in force......... 1,206,771,162 
POOOERD vscGheunsenseeaceees 20,593,083 
Ree 18,516,919 
x * * 
United Mutual (Ind.) 
ABMOtS cccosccccccrccccccces $ 26,022,499 
Insurance in force......... 109,577,634 
DOEEND 66646n66000e08006605 2,174,534 
DisbursementS .....ss-ee0% 1,875,965 
x* * * 
John Hancock Mutual 
BUBONR 6008 0dusnstenssesoed $ 601,408,527 
Insurance in force......... 3,653,716,234 
DEGGERD 40664666 660se0ese soe 81,729,640 
Disbursements .....essee0% 64,808,511 
x * * 
Life of Virginia 
PP sesadesenanneeseunee $ 71,634,403 
SD wedseedussevesehsudie 5,000,000 
EEE ceceeesceee 5,013,909 
Insurance 382,277,328 
DI? bib onvechbbceoodsebe 8,816,014 
Disbursements 6,892,194 








Places Second Million 
in Period of a Month 


NEW YORK, Aug. 13.—R. E. 
Hartz, Chicago resident vice-presi- 
dent of the Estate Planning Cor- 
poration, has just delivered an- 
other million dollar case, bringing 
his total cases of a million or 
more to seven in the last two and 
a half years. This is the second 
million-dollar policy in which the 
entire amount was issued by one 
company that Mr. Hartz has de- 
livered within the past month. It 
is business insurance. 
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National Election 
Well Complicated 


Several Factors Involved in Select- 
ing Next Association President 
at Pittsburgh 


LISTS MAY BE OPENED 


Interesting Possibilities in Growth of 
Organization Appear as Septem- 
ber Meeting Nears 


An interesting issue appears this week 
in the affairs of the National Associa- 
tion of Life Underwriters as to whether 
the policy pursued in the last four years 
of literally drafting a man for president 
should be continued at the Pittsburgh 
annual convention, Sept. 23-25, or the 
lists should be thrown open for the 


more popular nominations from the 
floor. 
The National association affairs for 


several years appear to have required 
particularly well qualified chief execu- 
tives. A very efficient “steam roller” 
was constructed some years ago and as 
a result the carefully selected candidate 
has gone through without trouble. 


Pursued Conservative Policy 


For a great many years the National 
association presidents have been con- 
servatives. The situation was such that 
it was thought best not to rock the 
boat. Now a strong, well knit organiza- 
tion has been built out of the former 
rather wobbly association and it is func- 
tioning with great power and effective- 
ness. 

Some leaders believe perhaps the time 
may be ripe to depart a little from the 
conservative policy, to encourage the 
election of a “popular” president and 
thus gain the closer cooperation possible 
only through greater enthusiasm of all 
members, 

When the friends of T. M. Riehle of 
the Equitable of New York in New 
York City tossed his hat in the ring, 
they thus took advantage of a psycho- 
logical moment favorable to his candi- 
dacy. Mr. Riehle is not only an out- 
standing and very large personal pro- 
ducer, but a speaker of great power who 
might perhaps weld the membership 
closer through his vitality. 


Another Factor Involwed 


Another note is injected into the fall 
campaign which will end at Pittsburgh 
in the fact that there is considerable sen- 
timent among the leaders that a repre- 
sentative of the American Life Conven- 
tion companies should be elected presi- 
dent. It has been ten years since the 
A. L. C. has supplied a national presi- 
dent. 

Elbert Storer of Indianapolis, the 
ranking vice-president and an A. L. C. 
man, thus commands a strategical posi- 
tion. However, neither Mr. Riehle nor 
Mr. Storer will have a walkaway, for 
there is basis for the belief that their 
election will be opposed by the advisory 
nominating committee and some other 
man proposed. 

William M. Duff, president of the E. 
A. Woods agency of the Equitable of 
New York at Pittsburgh, informally has 
been proposed, but it is understood Mr. 
Duff would decline upon at least two 
grounds, one that his agency has not 
been sufficiently consolidated to permit 
him to take so much time away from it, 
and second that an Equitable man, Mr. 
Riehle, already is in the race and Mr. 
Duff's candidacy would be bad form, 

The Seattle and western coast contin- 
gent already has thrown down the gage 

(CONTINUED ON PAGE 11) 
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New York Life Agents’ compensation includes “‘Nylic’’, 
a monthly payment beginning after two years’ service, 
based on previous production. This gives them a 
certain regular income increasing from time to time 
during the next 18 years, based upon the same annual 
production of new business. ‘‘Senior Nylics’’ have 
served a minimum of 20 years and are drawing an 
annuity, payable in monthly instalments for life, 
whether they retire or continue in production. Most 
of them are still active. Some, at 50 to 70 years of 
age, are doing even a million or more. 





ONAN A ANTONIO TATOO TOTO TAN ANNAN TON AN OXITONU TON ON V@N ION TAX YaX i eK T@NI Oxi fant YaxtYaxitvar! 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. ‘ 














New C. L. U.s Analyzed 
as to Their Companies 











The Northwestern Mutual was leader 
in point of number of representatives 
winning the C. L. U. designation in the 
recent examination conducted by the 
American College of Life Underwriters. 
Twenty-one members received C. L. 
U. designations as the result of the re- 
cent examination or will be C. L. U.s 
as soon as they fill the experience 
qualification. The Equitable of New 
York was second with 19 representa- 
tives and the Massachusetts Mutual 
third with 14. 

The Mutual Benefit had ten; Provi- 
dent Mutual, nine; State Mutual Life, 6; 
Lincoln National, New England Mu- 
tual, Penn Mutual, Equitable of Iowa, 
Prudential, Travelers, John Hancock, 
each five; Sun Life of Canada, Connec- 
ticut Mutual, Mutual Life of New York, 
each four; Union Central, National Life 
of Vermont, Guardian Life, Phoenix 
Mutual, Aetna Life, Pacific Mutual, each 
three; Reliance Life, Connecticut Gen- 
eral, Missouri State Life, Northwestern 
National, Bankers of Nebraska, Central 
Life of Iowa, each two. 

The following companies each had 
one representative qualify for the C. L. 
U. designation: Franklin Life, State 
Life of Indiana, New York Life, Busi- 
ness Men’s Assurance, National Life, 
U. S. A., Life of Virginia, Northern 
Life, New World Life, Midland Mutual, 
Peoples Life of Indiana, Standard Life, 
Mutual Trust Life, Oregon Mutual, 


| National Union Life, National Fidelity 


Life, Indianapolis Life and Southland 
Life. There were 16 C. L. U. winners 
who might be classed as miscellaneous, 
being brokers, insurance instructors and 
bureau men. 


Clement and Outen Head 
Pilot’s Industrial Staff 








W. B. Clement, who has been con- 
nected with the Pilot Life since 1917, 
has been appointed superintendent of 
the industrial department. C. A. Outen, 
who has served on the home office staff 
since 1923, has been promoted to assist- 
ant industrial superintendent. 

In 1921 Mr. Clement was placed in 
charge of the service department in the 
newly organized industrial division. His 
promotion to superintendent follows the 
death recently of H. B. Gunter, vice- 
president and secretary, who had charge 
of the industrial department. 

Although young in years, the indus- 
trial department now has $15,000,000 in- 
surance in force in the Carolinas and 
Virginia. 


Steady Producers Rewarded 


David Ward and G. E. Gustafson of 
the White & Odell agency, Minneapolis, 
last week were awarded cash prizes by 
Northwestern National Life for long 
membership records in its “App-A- 
Week Club.” Mr. Ward ended his 
sixth year of consistent weekly produc- 
tion Aug. 7, while Mr. Gustafson fin- 
ished three years. There are now 70 
agents who have produced a minimum 
of one application a week for at least 
13 consecutive weeks holding member- 
ship in the club. 

Stebbins to Discuss Disability 

L. A. Stebbins, Chicago, general 
counsel Central Life of Illinois, will 
talk at the annual meeting of the In- 
ternational Association of Insurance 
Counsel at Swampscott, Mass., Sept. 
14-16, on “Permanent and Total Dis- 
ability.” 

Another new director has been added 
to the list of the Commonwealth Life of 
Springfield, Ill.. Mayor John Coleman of 
Mt. Carmel, Ill. He is vice-president of 
the American National Bank there and 
is president of the Mt. Carmel chamber 
of commerce. He happens also to be 


president of the Mt. Carmel Country 
Club. 








New Commissioner Chosen 
for Mississippi Position 


RILEY WILL SUCCEED LOWrRy 





Present Incumbent Defeated in Cam. 
paign for Renomination at 
Democratic Primary 





Ben S. Lowry, state insurance com. 
missioner of Mississippi, was defeated 
at the Democratic primary last week, 
George D. Riley, former state auditor, 
beating him out by a vote of 61,642 to 
42,028. Mr. Lowry was formerly state 
treasurer when Mr. Riley was state 
auditor. 

For the past four years Mr. Riley has 
been special agent for the National 
Surety and has represented casualty 
companies. He has been very successfyl 
in handling their business. From 1994 
to 1928 Mr. Riley was state auditor and 
made a splendid record in this position, 
As the state auditor is ineligible to suc- 
ceed himself, he returned to private life 
at the close of his term. 

Prior to the time he was state auditor, 
for 10 years he was county superintend- 
ent of education of Chickasaw county, 
Miss., and made a good record in that 
position. During that time he served as 
president of the Mississippi State Teach- 
ers’ Association. 

Mr. Riley is past grand master of the 
Masons in Mississippi and has held 
other high offices in various Masonic 
branches. 


Notables Make Reservations 
for Commissioners’ Meeting 





NEW YORK, Aug. 13.—Among 
those who have made reservations on 
the special car going to the Insurance 
Commissioners’ convention at Portland, 
Sept. 14-16, are Superintendent Van 
Schaick, New York; Commissioner 
Dunham, Connecticut; Manager J. R. 
Dumont, Interstate Underwriters Board; 
General Counsel Lamar Hill, Conti- 
nental; General Manager J. A. Beha and 
Associate General Manager William 
Leslie, National Bureau of Casualty & 
Surety Underwriters; Manager F. R. 
Jones and Assistant General Manager 
C. W. Fairchild, Association of Casualty 
& Surety Executives; Orville Davies, 
General Motors, and Vice-president J. 
V. Barry, Metropolitan Life. 


Much Pressure Is Brought 
to Get Business Accepted 





Life insurance companies declare that 
they never had such pressure brought 
on them by agents to accept border line 
risks as they have today. The trouble 
comes largely with men desiring com- 
paratively large amounts of insurance. 
They usually have some impairment and 
have been rejected. In the desire to 
secure business another agent gets hold 
of the man and tries to put him through, 
using every possible influence that he 
can. Business is difficult to get and 
agents are grabbing at straws. Medical 
and inspection departments have to be 
on their guard as they never were be 
fore because of this strenuous effort 
made to get people accepted that wil 
not pass muster under ordinary condi- 
tions. 


Regional Supervisors Named 


Appointment of three men from the 
field to serve as regional supervisors § 
announced by the Bankers Life o 
Des Moines. R. F. Bowen, of 
Buffalo agency; A. D. Ross, of = 
Peoria agency, and H. J. Cantrell, 
the El Paso agency, are the men pre 
moted. Messrs. Bowen and Roe 5 
operate in the eastern states, and Mr. 
Cantrell in the far west. 
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Ninth Anniversary 
Is Being Celebrated 








MILTON P, FALK 


Milton P. Falk, assistant agency man- 
of the Samuel Lustgarten agency 
of the Equitable Life of Chicago, is 
celebrating his ninth year with that of- 
fice. This was formerly the Girault 
agency. Mr. Falk joined the P. L. 
Girault agency when that organization 
paid for a total of $680,000 a year, this 
being in 1918. Mr. Falk immediately 
started a campaign of business building. 
With a nucleus of two men he built an 
organization that has produced annually 
from $2,500,000 to $3,000,000 in paid 
business. At the present time Mr. Falk’s 
organization numbers 24 people, sev- 
eral of whom have been with him almost 
from the first. He is regarded as one 
of the live men in Equitable agency 
work. 





Campbell Triply Honored in 
Lincoln National Campaign 








A triple honor has been won by H. E. 
Campbell of the Campbell & Campbell 
agency of the Lincoln National Life at 
Columbus, O. Mr. Campbell won the 
Hall month trophy in competition with 
all the agents of the company for per- 
sonal production in May and the Camp- 
bell & Campbell agency won the Class 
1 Hall month plaque for agency produc- 
tion. Mr. Campbell also was No. 1 in 
paid-for production in July. Second 
place in personal production was taken 
by C. B. Jordan, Fort Wayne, Ind.; 
third, J. E. O’Brien, Scranton, Pa.; 
fourth, C. L. Fair, Grand Rapids, Mich., 
and fifth, L. R. Lay, El Paso, Tex. The 
Class 2 Hall plaque was won by the 
C.M. Varde & Co. agency of Chicago. 
The Class 3 plaque was won by the 
J. E. O’Brien agency, Scranton, Pa. 


Halts “Benefit Societies” 


_An order that all $1 benevolent socie- 
ties in Wisconsin must organize either 
as mutuals or fraternals, or cease their 
operations is being issued by Commis- 
sioner Mortensen. The order follows a 
ruling of the attorney general’s office re- 
versing a previous ruling, and holding 
that the commissioner has jurisdiction 
over these societies. Mr. Mortensen 
said many complaints had been made 
by members of these so-called benefit 
societies. 


Security Mutual Publicity Man 


BINGHAMTON, N. Y., Aug. 13.— 
ee Tracy, formery of the New York 
Life, has been appointed publicity direc- 
tor of the Security Mutual Life, succeed- 
ing J. J: Seide, who is leaving to take 
a Position with a western company. 


Business Policies Showing 
Higher Lapse Ratio Now 





AFFECTING SMALL CONTRACTS 





Effects of Depression Evident Among 
Small Merchants Signed Up 
Several Years Ago 





Along with the lapse ratio of regular 
policies, life companies find that busi- 
ness and corporation policies are going 
through the same experience. Many 
large policies have lapsed and the smaller 
business enterprises also have felt the 
depression. Within the last few weeks 
home offices say that the lapse ratio on 
small business policies has been heavier 
than the large ones. A systematic drive 
was made on small merchants and own- 
ers of modest enterprises of various 
kinds a few years ago resulting in a 
large amount of business insurance be- 
ing written for them. They are now 
passing through the bitter ordeal and 
are cutting their expenses in every pos- 
sible way. The ax has fallen on insur- 
ance in a number of instances. 


Charge Toombs with Fraud 


ST. LOUIS, Aug. 13.—C. J. Stattler, 
assistant United States district attorney, 
has announced that the federal govern- 
ment will press a charge of use of the 
mails in a scheme to defraud against 
R. C. Toombs, former president of the 
defunct International Life. Toombs is 
at liberty under bond to answer to the 
mail fraud charge which is scheduled 
to come to trial during the September 
term, of the United States district court 
in St. Louis. 


Shows Steady Growth 


H. G. Swanson, general agent in Chi- 
cago for the New England Mutual, who 
opened his office March 1, has paid for 
$757,000 in the five months, written $1,- 
780,000 and built up a force of 18 men. 
His July paid business was $227,000. The 
agency has shown remarkably steady 
growth, with $50,000 paid in March, 
$125,000 in April, $150,000 in May and 
$205,000 in June. The agency has had 
140 paid cases in the period, making the 
average case about $5,400. Mr. Swanson 
early qualified for the company’s agency 
club. His personal production included 
several $100,000 cases, of which two 
were rejected. 


Plan for Commissioners’ Meeting 
PORTLAND, ORE., Aug. 13.—At 


preliminary meeting of the committee in 
charge of the entertainment of the Insur- 
ance Commissioners Convention, repre- 
sentatives of fire, casualty, life and acci- 
dent and health organizations met with 
Commissioner A. H. Averill and elected 
W. C. Schuppel, executive vice-president 
Oregon Mutual Life, as general chair- 
man. Entertainment plans are being 
made under which it is believed the com- 
missioners and their party thoroughly 
enjoy their visit here. It is expected 
that the attendance will be at least 350. 


Has Million in Force 


The Mutual Old Line Life, organized 
in Des Moines June 18, 1929, now has 
$1,000,000 insurance in force, according 
to an announcement by D. E. Alldredge, 
president. At a banquet in celebration 
of the event, company executives and 
agents were addressed by Sidney Fos- 
ter, veteran insurance man, formerly 
with the Royal Union Life, and Dean 
Arthur A. Bennett, in charge of the in- 
surance salesmanship course of Drake 
University. 


The Illinois department has licensed 
two new mutual benefit associations, the 
Mutual Benefit Association of Northern 
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Italians of Chicago and the Nationwide 
Mutual Benefit of Trenton, Ill. 











Good Will 


SHAKESPEARE appraised good will at its true 
value when he said: 


**Who steals my purse steals trash; 


*tis something, nothing; 


*Twas mine, ’tis his, and has been 


slave to thousands; 


But he that filches from me my good name 
Robs me of that which not enriches him 


And makes me poor indeed.”’ 


(Number 3 of a series devoted to 


The real purpose of all advertising in insurance 
journals should be to create good will. 
other reason should be secondary. 


Every 


The company that has been able to create good 
will among its own agents and the insurance 
fraternity as a whole is invariably a successful 
company. That is why good will should be 
prized more highly by the management of a 
company than any other factor or element in 
the business. 


If you don’t believe in the value and impor- 
tance of good will, do this: think of the four or 
five examples (and you know what they are) of 
the companies that have made no effort to cre- 
ate good will among their own agents or else- 
where—the companies that have been notor- 
iously inattentive to agents, non-service giving 
in every respect, the last to adopt modern 
methods, and that, in addition, “‘have never 
believed in advertising’’. 


What do you think of their future prospects? 
How long do you believe they will last unless 
they change their ways? How much do you 
suppose their failure to cultivate good will has 
cost them? How would you like the job of try- 
ing to popularize them among agents? 


Their whole future is clouded because they 
have not put the proper value on good will. 
They, in fact, have no good will at all, and they 
cannot continue permanently without it. 
Neither can any other company. 


the 


merits of National Underwriter advertising) 


The National Underwriter 


The leading weekly insurance newspaper 






C. M. Cartwricut 
Managing Editor 
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A MAN IS JUDGED 
BY THE COMPANY 
HE KEEPS 


...and an insurance company is 
judged by its management and its 
dealings with its agents and policy- 
holders. 


The Midland Mutual is proud of its 
record... it is proud of its conserva- 
tive management that has made 
possible its substantial growth. It is 
proud of its agents who have helped 
maintain high standards. 


We have several general agency op- 
portunities for the right men. Address 
the Agency Department. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 
Columbus, Ohio 
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Deal 


Monroe, Wis., Life Company Plans to 
Reinsure Its Business in the 
Wisconsin Life 


Wisconsin Standard’s 








MADISON, WIS., Aug. 13.—The 
Wisconsin insurance department has set 
August 22 for the hearing on the rein- 
surance of the Wisconsin Standard Life 
at Monroe, Wis., in the Wisconsin Life 
of this city. The Wisconsin Standard 
started in business in September, 1928, 
as a mutual, legal reserve company. It 
is operated only in Wisconsin. The 
company was organized by people con- 
nected with the Wisconsin Automobile 
Insurance Company. A few months agd 
there was a change in management, G. 
W. Wilkinson retiring as president and 
general manager. The Wisconsin Life 
has $3,403,234 assets and $206,415 sur- 
plus. It is a mutual legal reserve com- 
pany and has about $26,000,000 of in- 
surance in force. N. J. Frey, the presi- 
dent, is the main factor in the com- 
pany. 


Old Republic Credit Life 
Gets Illinois Approval 








Consolidation of the Old Republic 
Life of Chicago and the Bankers Credit 
Life of Birmingham under the title Old 
Republic Credit Life is now consum- 
mated, the Illinois department having 
given its approval. The Alabama de- 
partment previously had approved. 

Ben I. Rapport, president of the con- 
solidated company, is now permanently 
established in Chicago. James Jarrell, 
supervisor of the credit business for the 
Bankers Credit, is now located at Chi- 
cago in the same capacity for the con- 
solidated company. The Old Republic 
Credit Life is licensed in 14 states. 


New Board of Directors 


The new board of directors consists 
of M. J. Spiegel, Mr. Rapport, C. W. 
Howe vice-president of the new com- 
pany; C. J. Driever, treasurer; R. E. 
Wilsey, president R. E. Wilsey & Co., 
Chicago; N. A. Nelson, Jr., secretary; 
B. J. Clark, vice-president Wilsey & 
Co.; C. H. Boyer, retired; L. M. Steiner, 
president Steiner Brothers Banking 
House, Birmingham; W. B. Philips, 
president Mortgage Company of Ala- 
bama; J. S. Thomas, chief economist, 
Commonwealth & Southern; G. R. 
Harsh, Sr., general southern counsel 
Postal Telegraph; E. D. Stringfellow, 
president Stringfellow Lumber Company 
of Birmingham; Knox Conville, presi- 
dent Conville & Co., investment bank- 
ers, Birmingham, and Mark Hodo, real 
estate dealer of Birmingham. 





Tiernan Interests Buying 


Stock in Sentinel Life 





KANSAS CITY, MO., Aug. 13—R. S. 
Tiernan and his associates in the own- 
ership of the American Savings Life 
here have purchased a substantial block 
of stock in the Sentinel Life. Mr. Tier- 
nan becomes vice-president and chair- 
man of the executive committee of the 
Sentinel, and a member of the board. 
J. T. Mayall, vice-president American 
Savings, also was elected a vice-presi- 
dent and a director of the Sentinel. D. 
Sharpe, secretary-treasurer of the Amer- 
ican, was made a member of the board. 

No change in the policy of the com- 
pany is contemplated. The agency or- 
ganization undergoes no change in man- 
agement and other officers remain: E. G. 
Trimble, as chairman of the board; F. C. 
Harvey, president; B. S. Beecher, vice 
president; E. E. Smith, secretary-treas- 
urer; H. O. Cedarholm and T. E. Allen, 
assistant secretaries. 





Pacific Mutual Shows Gains 


Half Year Premium Collections Above 
Those for 1930, Mortality Ratio |, 
Materially Lower 








New premiums of the Pacific Mutual 
Life for the first half of 1931 w 
$3,101,722, as against $2,523,455 last 
year, an increase of 22.9 percent, while 
total collections were $15,468,949 against 
$14,623,549, a gain of 5.8 percent. 

The ratio of the actual to expected 
mortality the first six months was 582 
percent, as against 62.7 percent in 1939, 
Profits on mortality increased $243,297 
to $1,781,717. Including July, the ratio 
of actual to expected death rate for the 
seven months is 4% per cent less than 
for 1930. 

With mortgage loans totaling around 
$90,000,000, thus far this year it has had 
but two foreclosures, which totaled only 
$16,700. Interest delinquent more than 
60 days amounted to $24,000. 

The past two years there has been a 
marked tendency on the part of bor. 
rowers to reduce the principal of their 
mortgages, President Cochran said. This 
reflects, he added the efforts of people 
during a depression to pay off their 
debts rather than to use the money for 
investment or business enterprise. In 
common with other insurance companies 
the company has felt the effects of the 
depression in policy cancellations and 
lapses but is recovering a_ substantial 
portion of this business through an in- 
tensive follow-up campaign. 

Although the volume of new business 
will probably not come up to last year’s, 
the net earnings of the company this 
year will likely exceed 1930 earnings, 
Mr. Cochran said. 


Sheridan Life Is Reinsured 
by Cosmopolitan, Chicago 








The Sheridan Life of Chicago has 
been reinsured in the Cosmopolitan Life 
of Chicago and assets of about $140,000 
have been transferred to the Cosmopoli- 
tan. Personnel of the Cosmopolitan re 
mains unchanged, with E. H. Burke as 
president; G. W. Jones, chairman of the 
board; Don C. Wray, first vice-presi- 
dent; Dr. C. S. Van Surdam, second 
vice-president; J. M. Van Surdam, sec 
retary and actuary; Dr. Man- 
men, medical director. 

Total assets of the Sheridan Life as 
of Dec. 31 were $133,173; capital, $100,- 
000, and surplus, $25,310. Insurance in 
force was $179,530. The company was 
organized in 1927. Shortly thereafter 
action was started against M. E. Dan- 
iels, promoter and then president, but 
was dropped when Mr. Daniels ar- 
ranged to refinance the company. 

In 1928, control was acquired by the 
Iroquois Trust Company, later the 
North American Trust Company, and 
executive offices were removed from 
Evanston, IIll., to Chicago. It has se 
cured all its business through the Illi- 
nois Valley Trust Company, insurance 
being issued only in connection with 
trust fund savings certificates issued by 
the trust company. 

In 1929, Harrison Parker, formerly 
of the Peoples Life of Chicago 
founder of the Cooperative Society of 
America, was employed to reorgamiz 
the Sheridan Life. He was_ subst 
quently elected president. L. J. Lifka 
was secretary. It operated only in Ill- 
nois. 

Total assets of the Cosmopolitan Life, 
Dec. 31, were $282,744; capital, $100,000; 
surplus, $105,131; insurance in force, $6- 
704,448. It was organized in 1925. Mr. 
Burke was formerly president of the 
Public Life of Chicago and Niagara 

of Buffalo, He has been a district ageat 
in Chicago for the Mutual Life of New 
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York. Mr. Burke states that he is pre- 
paring to enter the Cosmopolitan in 
the field more aggressively. 


Texas Company Under Way 


The Great American Life of San An- 
tonio is preparing this week to move 
into new offices in the Milam building, 
which have been especially designed for 
its purposes. Organization of the Great 
American has now been completed and 
President C. E. Becker is directing an 
ambitious agency development program. 
Agencies have already been opened in 
Houston, Fort Worth, San Antonio and 
Denver. The company is licensed in 
Colorado as well as Texas. R. H. 
Brand is executive vice-president; W. J. 
Hiller, former member of the mathe- 
matics department of the University of 
Nebraska, is vice-president and actuary. 
G. F. Fellay is acting secretary and 
treasurer and G. V. Shipley, vice-presi- 
dent and director of sales. Mr. Ship- 
ley was formerly Pacific Coast manager 








for the Central States Life. Senator 
Carl C. Hardin, president pro tem of 
the Texas senate, is expected to join 
the company shortly to assist in agency 
development. 


Old Line Declares Extra Dividends 


Directors of the Old Line Life of 
Milwaukee declared an extra dividend 
of 2% percent in addition to the regu- 
lar 2% percent quarterly dividend. 

New business showed a shrinkage of 
about 5 percent less than the 15 percent 
average decline for the country at large 
the first half of the year. Insurance in 
force is now slightly under $100,000,000. 


To Act on Roosevelt Life 


The Roosevelt Life of Chicago, an 
assessment company, has been referred 
to the attorney general for liquidation 
by the Illinois insurance department. 
Its income last year was $29,617, it had 
assets of $8,468 and liabilities of $5,755. 











It had about $175,702 insurance in force. 
J. L. Watts is president and J. E. 
Kaspar is secretary of the Roosevelt 
Life. It started business in 1927. 

The Illinois department made a re- 
cent examination and claims that the 
company is impaired by $6,000. Sec- 
retary Kaspar declares that the impair- 
ment will be made good. 


North American to Erect Building 


The North American Life of Toronto 
will erect a new head office building on 
the site of its present structure in that 
city. The present building dates from 
1881 and has been Toronto headquar- 
ters of the company since 1897. 








Junior Executives Named 


From the sales division of the Mis- 
souri State Life have been selected three 
men to head departments with titles as 
follows: Francis G. Bray, supervisor of 
sales, accident department; Robert R. 





Dodson, supervisor of sales, life depart- 
ment and Jack L. Folk, supervisor of 
sales, group department. 

These young men have been with the 
company less than five years but have 
come ahead rapidly. Their direct chief 
will be Vice-president J. J. Moriarty. 


L. B. McCracken Resigns Post 


L. B. McCracken has resigned as 
agency manager of the United Mutual 
Life of Indianapolis, which recently 
took over the insurance department of 
the Knights of Pythias. 








American National, St. Louis, Gains 


The American National of St. Louis 
has shown an increase of 25 percent in 
new business for the seven months of 
1931 over a corresponding period of 
1930, according to President O. L. Hol- 
land. It recently entered New Mexico. 





The Guarantee Mutual Life of Omaha 
has been licensed in Kentucky. 











The NEW JOHN HANCOCK PLAN 
for maintaining the FAMILY INCOME 


Aways the main purpose of the life in- 
surance policy has been to protect dependents — usually wife and children. 
children reach the period of self-support, a part of the protection is not so necessary; but 
it is necessary during the period of greatest dependency. 


Many insurance plans have been devised for taking care of children during such 
years, especially to provide means for completing their education, at least through high 
school; generally through college. 


Recently the demand for a secured monthly income during this dependency period, in 
addition to the essential clean-up fund, has grown to an extent requiring special arrange- 
ments. To meet this demand and simplify the plan, the John Hancock Mutual Life Insur- 
ance Company offers its Family Income Provision attached to new and existing policies in 
the form of a rider. 


Many investment and life insurance programs have been interrupted or changed by 
economic conditions; but individual and family responsibility is just as great, if not greater, 
than ever. Recognizing these facts, we offer this opportunity to have the effectiveness of 
existing insurance materially increased for the dependency period at moderate cost. 








LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


__ For those who may be interested in details, our pamphlet, “Income for the Family” 
will be furnished on application. Address John Hancock Inquiry Bureau, 197 Clarendon 
Street, Boston, Mass. 


When the 
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CThe 
Great SOUTHERN 


offers YOU 





- = » 


Operating in 
the following 
States: 


Arkansas 
Illinois 
Kansas 

Kentucky 

Louisiana 

Mississippi 
Missouri 
New Mexico 

Oklahoma 

Tennessee 
Texas 


NOTE: We have just 
entered Illinois and 
Kentucky. Some 
valuable territories 
ape open in these 
two states. 








A contract direct with the home 
office. This means a greater income 
for you; closer co-operation ; imme- 
diate and prompt issuance of poli- 
cies; speedier adjustments whenever 
necessary and personal attention, by 
home office executives, to your spe- 
cific problems. 


The Great Southern has a line of 
policies that are second to none. Its 
service to policyholders has built a 
confidence in this company that is 
reflected by the remarkable growth 
enjoyed during its 22 years of opera- 
tion. 


Total Insurance in 
ere $276,953,730.00 
Surplus protection 
to policyholders 
in addition to 
reserve required 


by law ....... $ 4,795,625.26 


The Great Southern pays a liberal 
first year and exceptionally large 
renewal commission. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E.P. GREENWOOD - PRESIDENT 


HOUSTON 


TEXAS. 
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Lamar Life Takes Cuban Trip 


Convention Sessions of All-Star Club 
Held on Steamer and in 
Havana 








Lamar Life agents who “sell to sail” 
began their annual All-Star floating 
convention aboard the steamship Car- 
tago, sailing from New Orleans for 
Havana. Five days were spent in Cuba, 
with several side trips to points of in- 
terest. 

Home office officials attending were 
C. W. Welty, president; A. E. Babbitt, 
actuary; A. V. Gustafson, agency di- 
rector; Rex B. Magee, advertising man- 
ager, and R. B. Nelson, field conserva- 
tion manager, all of whom appeared on 
the program. 

“Canned” talks by several absent ex- 
ecutives were given. President Welty 
arranged for WJDX, the Lamar Life 
radio station, to make recordings of 
short talks by Dr. J. O. Segura, vice- 
president and medical director, and W. 
D. Owens, secretary, who remained at 
the home office during the cruise. 

Harry O’Steen, Jackson, Miss., was 
announced as president of the All-Star 
Club; T. H. Cutrer, New Orleans, first 
vice-president; R. P. Scott, Laurel, 
Miss., second vice-president, and W. J. 
Inmon, Palestine, Tex., third vice-presi- 
dent. 

Conservation medals were awarded to 
Harry O’Steen, Jackson, Mich., R. P. 
Scott, Laurel, Miss., and W. W. Ford, 
Jackson, Miss., who are the first mem- 
bers of the Welty Conservation Club, 
started during the floating convention 
this year. 





Program Is Announced for 
B. M. A. All-Star Meeting 





Leading salesmen, several state man- 
agers and home office executives will 
attend the All-Star convention of the 
Business Men’s Assurance at various 
spots in Yellowstone Park, Aug. 24-29. 

Outstanding features of the program 
will be an address by Merle Thorpe, 
editor of “Nation’s Business” and the 
trial of The All-Star Salesmen vs. 
Business Depression, with W. T. Grant, 
president, as judge, and J. C. Higdon, 
vice-president in charge of sales, prose- 
cuting attorney. “Witnesses” in the 
case will include 29 of the leading pro- 
ducers of the company, who will be 
called to testify on specific subjects 
assigned to them. 

Other speakers at the general ses- 
sions will include B. A. Hedges, gen- 
eral field supervisor; Miss Chlo Peter- 
son, publicity director; A. T. Dahlke, 
president; Brice Halliburton, vice-presi- 
dent, and Mrs. Carrie Summers, direc- 
tor Grant Club; W. M. Jones, Salt Lake 
City manager, and M. M. Studebaker, 
Denver manager. 





Franklin Honor Clubs Meet 


More than 100 members of the $250,- 
000 and $500,000 Clubs of the Franklin 
Life attended the convention in Los 
Angeles. Executives present from the 
home office included Henry Abels, A. O. 
Merriam and J. W. Jones, vice-presi- 
dents: C. E. Randall, superintendent of 
agents; James Abels, assistant treasurer 
and J. D. Looney, home office super- 
visor. 





Protective Life Convention 


S. T. Whatley, Chicago general agent 
Aetna Life, will address the agency con- 
vention of the Protective Life of Bir- 
mingham to be held at the Palmer 
House, Chicago, Aug. 16-19. His sub- 
ject is, “Life Insurance, the Man and 
the Job.” 





Meetings Held on the Boat 


Abraham Lincoln Life Agency Club 
Cruised on the Lake, Going to 
Detroit 








The Abraham Lincoln Life of Spring- 
field, Ill, held its 1931 convention of 
its agency club on the “Western 
States,” which left Chicago Thursday 
afternoon. The trip included a visit to 
Mackinac Island, Windsor, Can., De. 
troit and then back. The boat arrived 
in Chicago Monday morning. 

President H. B. Hill spoke on the 
afternoon of the first day on “Personal 
Insurance Business in 1931.” In the 
evening F. M. Feffer, vice-president and 
agency director, introduced the club 
officers and distributed the prizes, 
Manager W. A. Fairlie of the agency 
service department spoke on “Organ. 
ized Selling to Meet 1931 Conditions,” 

There was a business meeting in the 
afternoon and evening of Friday. O. F. 
Davis, assistant agency director spoke 
in the afternoon on “The 1931 Concep- 
tion of Protection.” A. L. Hereford, 
chairman of the board, spoke in the eye- 
ning as did Ohio State Supervisor R. B. 
Branham, Home Office Supervisor H. 
J. McCauley, R. B. Basham, Michigan 
state supervisor, and, Vice-President 
Feffer. For the life department C. W, 
Lent is president of the agency club and 
D. T. McKellar, vice-president. For 
the accident and health department 
R. N. Sine is president and H. D. 
Ownby, vice-president. Mr. Lent tre- 
sides at Toledo, O., Mr. McKellar at 
Vandalia, Ill., Mr. Sine at Decatur, Ill, 
and Mr. Ownby at Paris, Ill. 





Start Yellowstone Trip 


Members of the Star Leaders Club of 
the Old Line Life of America and their 
wives will leave Milwaukee Aug. 22 for 
a vacation in Yellowstone Park as 
guests of the company. The club will 
hold an initiation of the newcomers 
into the group during their stay at Old 
Faithful Inn in the Yellowstone. 





Excelsior Life Holds Convention 


The Excelsior Life held a national 
sales convention in Halifax, Nova 
Scotia last week. A. C. Gailbraith, gen- 
eral manager; C. P. Muckle, secretary- 
treasurer; and Dr. W. E. Ferguson, as- 
sistant medical referee, attended. 





Continental Assurance Convention 


The Continental Assurance of Chi- 
cago will hold its annual agency con- 
vention in Chicago, September 22-24 
It will be in charge of Vice-President 
G. F. Claypool. 


U. S. Life Advances Morgan 


George E. Morgan has been ap- 
pointed superintendent of agents of the 
United States Life. He has had 10 years 
life insurance experience, starting as aa 
agent and producing business for four 
years. Recently he has been agency 
supervisor of the Manhattan Life at its 
home office. He started his business 
life in Wall street, and then became 
personnel director for a hotel organiza 
tion. 


Pritchartt General Agent 


The Connecticut Mutual Life has 4 
pointed A. V. Pritchartt general agent 
in Memphis. Mr. Pritchartt has bees 
for the last three years manager of the 
life insurance department of a_ larg 
general agency in Memphis. He has 
been in the life insurance business since 
leaving the air service. He is a nate 
of Memphis, educated at Memphis Uni- 
versity and served as president and ¢ 
rector of the Memphis Association 
Life Underwriters. 
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Combined Attack 
Hits Companies 


(CONTINUED FROM PAGE 3) 


jnsurance in this time of stress. Despite 
these great importunities the life insur- 
ance structure has stood up remarkably 
well. f ; 

Furthermore the mortality ratio has 
increased largely due to more suicides, 
greater accident death ratio and the 
effects of a year and a half struggle with 
unfavorable business conditions. Hun- 
dreds of policyholders with latent ail- 
ments have found them accentuated be- 
cause of the strain and constant worry. 
In order to keep business from going to 
destruction men have had to meet great 
onslaughts. This business worry and 
added responsibility have taken their 
mortality and physical toll. Men carry- 
ing large lines of insurance with their 
backs to the wall have succumbed. 

Furthermore the total and permanent 
disability clause has brought grave prob- 
lems to many companies because of the 
increasing claims from that end of the 
contract. Many actuaries foresee still 
greater loss unless the companies about 
face and get on a more substantial 
foundation. 

Production Has Declined 


The fact that production has slowed 
down because of the economic situation 
that so much business is lapsing has 
made it impossible to increase business 
in force to any great extent. In fact, 
the six months’ figures are significant 
in that they not only show with many 
companies a greatly reduced new busi- 
ness but a decrease of insurance in force. 
The very issue of how to conserve busi- 
ness on the books to any extent is one 
of vast importance. Agency depart- 
ments are put to it in the effort to make 
even a moderate showing. In spite of 
considerable new business the lapse 
ratio continues and shows no abatement 
to any great extent. 


No Loss to Policyholders 


While these factors in combination 
have had a disintegrating effect, yet so 
far as can be seen there is no danger of 
any policyholder losing his equity. 
Never before have so many companies 
been confronted with the question of 
having their current income curtailed to 
such an extent as to force officials to go 
in the market and borrow money to tide 
over an immediate stringency. Invest- 
ment earnings are considerably off. In 
many cases not only is interest in de- 
fault but the principal itself may be far 
below. par. 

Administrative duties require not only 
courage, patience and _ resourcefulness 
but experience, vision and hope. In spite 
of the large number of banks and finan- 
cial institutions that have suspended or 
failed, not a single life insurance com- 
pany has failed to meet its obligations 
so far as policyholders are concerned. 
The institution put to the supreme test 
is not found wanting. 


Penn Mutual Has 
Agency Gathering 


(CONTINUED FROM PAGE 5) 


Wuerth was salesman and Jack Goring, 
of that agency, prospect. 
J. Elliott Hall discussed “Organized 
lling.” He showed the difference be- 
tween merely using an organized sales 
talk and an agent’s own self and his 
work being completely organized. He 
gave data on organized use of time, or- 
— Prospecting, organized record 
ing, organized chain letter. 
Rev. S. J. Steinmetz, pastor Episcopal 
church, Elkins Park, Pa., a personal 
end of President Law, gave an in- 
Spirational address. 
Patterson, Chicago general 
agent, closed the session with a practical 
on “Workable Plans for Present 
Day Selling.” 
lf Management in Selling Life In- 








surance” was the theme at the final ses- 





sion. H. J. Johnson, general agent, 
Pittsburgh, gave an address last Satur- 
day morning, on the topic with high lights 
of his successful agency training system. 

Four millionaires were introduced by 


Mr. Huttinger, and told of their 
methods. The four were R. H. Will- 
gerodt, Hall agency; F. U. Levy, 


Engelsman agency; G. S. Brown, Pat- 
terson agency, and W. N. Hiller, Stumes 
& Loeb agency, Chicago. 

Analyzes Corporate Needs 


Clinton Davidson of New York, in- 
dependent life man and expert counselor 
on business insurance and estate conser- 
vation, anatomized corporate structures 
and showed how life insurance should 
be a guide to their needs and weak- 
nesses. He gave examples of salesman- 
ship in such cases and analyzed various 
types of investments in respect to se- 
curity and income. 

President Law summed up the con- 
vention. He issued a call to industry, 
courage and faith during the remaining 
period of the depression. 

This was one of the largest conven- 
tions of the Penn Mutual. In makeup of 
the audience there were two notable fea- 
tures. There was a heavy proportion of 
young men, and 30 successful women 
agents were present. 





National Election 
Well Complicated 


(CONTINUED FROM PAGE 5) 


of battle for First Vice-President 
Charles C. Thompson, but some leaders 
say the time is inopportune. It is be- 
lieved that he would have won hands 
down for 1932, because with the conven- 
tion on the coast it would have been de- 
cidedly simple to line up the entire Pa- 
cific delegation and create strong senti- 
ment for him. 

The New York City association en- 
dorsed Mr. Riehle, J. C. McNamara, L. 
G. Simon and G. A. Hederich for the 
presidency, “or for any other office 


which the National association might 
designate.” 
All in all, the 1931 election bears 


promise of keen competition. 


Shafer With Royal Union 


H. W. Shafer has joined the Royal 
Union Life of Des Moines as first as- 
sistant secretary in charge of the policy 
loan department. Mr. Shafer is a man 
of long experience in the life company 
ranks and until quite recently was sec- 
retary of the Universal Life of St. 
Louis. 





Annuity Writing 
May Have Danger 


(CONTINUED FROM PAGE 3) 


interested in-them. Some com- 
panies have initiated one form of 
contract and some another, all based, 
however, on the annuity principle. This 
has caused companies that have not 
been selling this form of contract to 
any extent to become subjects of appeal 
on part of their selling forces. Demand 
is made on home offices to furnish new 
tools for a new day for a new job. 


come 


Arranging for Kit of Tools 


Because of this urgency on part of the 
production forces officials of companies 
that have not had an annuity program 
have arranged or are arranging to fur- 
nish their agents with proper facilities. 
Actuaries, therefore, have been asked to 
delve into the subject, make a survey 
of the field, study the experience of all 
companies writing annuities, predict as 
far as possible the future, analyze the 
elements that go to make up the annuity 
premium and get all the information 
possible on the subject. 

As a matter of fact the briefs that 
these technicians are filing with their 
companies are interesting but are not 
encouraging from the profit standpoint. 





The August Horoscope 





People born in the first 21 days of August come 


under the influence of the zodiacal sign, Leo. 


They 


are of a most affectionate temperament, energetic 
and ambitious, but subject to extremes. 


Virgo rules over the latter days of August, and turns 
out strong people, both physically and morally. Per- 
sons born in this period are inclined to inquisitiveness, 
which leads also to study and research. 


Famous persons born in August under Leo are Shelley, 
Tennyson, Charles A. Dana, Russell Sage, Napoleon, 
Sir Walter Scott, Marshall Field and Benjamin Har- 


rison. 


Famous persons born in the latter part of August 
under Virgo are Bret Harte, Oliver Wendell Holmes, 
Livy the Roman Historian, and S. P. Langley of the 


Smithsonian Institute, 


There are many fields open to men born in August, 
their bright disposition helping them to adapt their 


natural talents to almost any kind of labor. 


August, however, are 


salesmen. 


particularly 


Men of 
successful as 


If you are in the life insurance business but not now 
under contract, the stars are urging you to get in 


touch with the Royal Union Life. 


With us you can 


reach a high level of success in a very short time. 


Royal Union Life 


Insurance Company 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board 
J. J. SHAMBAUGH, Pres. 


B. M. KIRKE, V. P. & Field Mgr. 


W. D. HALLER, Sec'y 
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NATIONAL 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
YOU 





Trade Mark Reg. U. 8. Pat. Of. 


“WE WILL 
UCCEED” 


That’s the message that flashes to the 
Home Office from Shield Men. It 
means they are planning on earning a 
trip to the 1932 Pearl Jubilee. 


It means they have stepped out in ad- 
vance of the times, in advance of con- 
ditions, and by sheer force of their 
personality and determination, backed 
by the reputation they have made for 
the Company, they began an advance 
that continues without interruption 
and at a constantly increasing pace. 
There is nothing finer in life than the 
satisfaction that comes of winning 
against odds. The real joy of achieve- 
ment comes when victory is snatched 
out of the jaws of defeat and in many 
cases Shield Men have done this very 
thing. 


Shield Men are overcoming all odds in 
their zest to succeed. It pays to be a 
Shield Man. 


TreNATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 





| The indications are that companies that 


have had much experience with an- 
nuities have made little or nothing and 
some show a loss. This, therefore, pre- 
sents a very serious question to com- 
pany executives that are being forced 
into annuity writing and, in fact to all 
companies that are piling up large 
amounts of annuity business. Will the 
life companies be confronted with an- 
other problem in a few years to come be- 
cause of the campaign of great momen- 
tum along one line when the premiums 
are inadequate and the conditions not 
propitious? 
Opinion of One Actuary 


A notable actuary who has recently 
made a very thorough survey of the 
field gives it as his opinion that trouble 
is ahead, and declares that company ex- 
ecutives should go into this subject at 
once before they become involved in 
another quicksand condition. He de- 
clares that the annuity tables being used 
by most companies do not give adequate 
premiums. They are based too much 
on life insurance experience which, in 
his opinion, is not the proper foundation 
for estimating annuity cost. Whether 
an annuitant lives or dies, he states, a 
company is destined to lose. It will 
lose, he asserts, if the annuitant retires 
and takes the cash. He believes that 
the companies are not fortified as they 
should be with proper safeguards. He as- 
serts that the companies are basing their 
returns on too high anticipated interest 
rates. The matter of investment, he de- 
clares, is one that is engrossing the 
minds of executives and it offers prob- 
lems of a most perplexing nature. Many 
annuities are single premium or are 
based on a few premiums and the pay- 
ment to the annuitant deferred. This 
brings to the company a considerable 
amount of money to invest. This actu- 
ary says that companies are entitled to 
a reasonable profit on annuity opera- 
tions. He says that under present rates 
it is impossible to make a profit and 
therefore he hoists the danger signal. 


Welch, Robbins, Williams 
and Dingman on Disability 
(CONTINUED FROM PAGE 3) 


the opinions of yesterday are discredited 
today, it is entirely possible that present 
thoughts may be disproven tomorrow. 
But fundamentals are fundamentals, and 
we appear to have ignored some basic 
principles that we should recognize and 
tie to. 

“Surely it must be apparent to us 
that the hazard is not at the front end 
of disability, but at the long end. We 
are not being hurt by early claims, but 
by pension claims. Consequently we 
can hardly look for relief by extending 
the elimination period from four months 
to six, even though we raise the rates. 
Nor will a $5 clause mark the end of 
our troubles. Selling half portions is 
seeking half answers. Solution of the 
problem is in culling out those who get 
more than they pay for. Our policy- 
holders pay for loss of business time by 
disablement. And collect for it. Fair 
enough. But they also collect for recre- 
ational time; they collect for their 
timidity in resuming economic respon- 
sibilities; and they collect life pensions. 

“Pensioners are jeopardizing dis- 
ability insurance and the fault is largely 


ours. If fire insurance is offered on a 
dwelling, the coverage is not auto. 
matically extended to the garage. But, 
disability insurance, which is protection 
of one’s business time, is allowed to 
extend further and become a pension, 
Surely it needs no argument that insyr-. 
ance should terminate when the thing 
protected ceases to be. Disability insyr. 
ance is business life protection. Busj- 
ness life closes at age 60 or 65. Where. 
fore disability payments should stop at 
age 60 or 65. 

“Co-insurance is a principle we can 
call to our aid, co-insurance with the 
buyer, insistence that the buyer carry 
half the hazard and the insurance com. 
pany no more than half. And when the 
company accepts liability with intent to 
participate in protection of no more than 
50 per cent of the earned income, that 
intent should be expressed in the con- 
tract with an earnings-indemnity pro 
rate clause that says 50 percent. 

“Co-insurance gives incentive to re. 
turn to work and possibly we have 
neglected this principle of psychology, 
the will to work. We can encourage 
it if the contract provides that indemnity 
drops from 100 per cent to 50 per cent 
of the face of the policy after one year 
of disability unless the individual is 
house confined. The first year of dis- 
ability entails unusual expenses and we 
are glad to pay the full 100 per cent, 
but if our payees choose to continue 
their lives as golf players and travel 
addicts, it is reasonable that they should 
shoulder some of their own expenses.” 


* * * 


Disability Is a Theorem 
In Insurance Science 


Following are the views of President 
Williams on the vexatious question: 

“Total and permanent disability has 
always been and is still a theorem in the 
science of modern life insurance. The 
solution may not be discovered in this 
generation. When we consider that the 
ablest actuaries in this country began 
a research and deep study in 1914 of 
this new feature in life insurance and 
are still widely apart in their opinions 
regarding this very important subject, 
we must conclude our present system 
of disability insurance is in need of 
further attention. 

“The life companies entered into un- 
known fields when they succumbed to 
the clamor of agents to add this dis- 
ability frill to their life insurance policies 
and it cannot be said that the companies 
consider they have ever made any profit 
since its enactment. The gesture has 
been rather expensive. 

“Policies containing disability insur- 
ance were granted in Germany in the 
late ’70s. Russian and British compa- 
nies, in a modest way, have made use 
of the disability feature, but, notwith- 
standing all these facts, policies are 
written daily by nearly all of the com- 
panies with the hope that some courage- 
ous leader will appear some day and 
lead them out of the darkness. The 
time has come when the Association of 
Life Insurance Presidents, the Amer- 
ican Life Convention, the actuarial 
societies and the National Association 
of Life Underwriters should get to 
gether and formulate a simple disability 
provision, easy of understanding by the 
general public, if we are to continue to 
write such insurance, or decide to dis- 
continue accepting disability risks.” 
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MacEwen Names Committees 


Appointments of Health & Accident 
Underwriters Conference for 
Year Announced 





Committees of the Health & Accident 
Underwriters Conference have been ap- 

inted by President D. C. MacEwen. 
Chairmen of standing committees are: 
Auditing, E. C. Bowlby, Fidelity Health 
& Accident; constitution and by-laws, 
D. G. Trone, Indiana Travelers Assur- 
ance; credentials, W. W. Putney, Mid- 
west Life; education, W. A. Granville, 
Washington National; entertainment, 
vy. M. Ray, Hoosier Casualty; griev- 
ance, F. M. Feffer, Abraham Lincoln 
Life; legal, E. St. Clair, North American 
Accident; legislative and public relations, 
J. W. Scherr, Inter-Ocean Casualty; 


manual, R. S. Hills, Massachusetts 
Bonding; membership, J. P. Collins, 
National Casualty; program, H. G. 


Royer, Great Northern Life; publicity 
and press, R. W. Faulkner, Woodmen 
Accident; resolutions, F. E. Rushlow, 
United Life & Accident; reception, H. 
H. Shomo, American Casualty; statis- 
tics, J. M. Powell, Loyal Protective. 

There are also three special commit- 
tees, two of which were announced at 
the Washington meeting: 

Impairments and claims, C. O. Pauley, 
chairman, Great Northern Life; George 
Manzelmann, North American Accident; 
P. H. Rogers, Massachusetts Bonding. 

Qualifications for membership, W. T. 
Grant, chairman, Business Men’s Assur- 
ance; J. W. Scherr, Inter-Ocean Cas- 
ualty; E. St. Clair, North American Ac- 
cident; James F. Ramey, Washington 


National. 
Finance, F. L. Barnes, chairman, 
Provident Life & Accident; Watson 


Powell, Southern Surety; G. R. Kendall, 
Washington National; H. E. Rex, Iowa 
State Traveling Men’s; S. C. Carroll, 
Mutual Benefit Health & Accident. 





Construction of Word Left 
to the Jury to Determine 





The Minnesota supreme court has de- 
cided an interesting accident case in 
Lohstreter vs. Federal Life. The policy 
agreed to pay the beneficiary $1,000 in 
the event the assured came to his death 
“by drowning while at a bathing beach 
where a life guard is regularly sta- 
tioned.” The insured was a boy 16 years 
old and was drowned at Long Lake. 
One Stewart owned a farm on the lake 
with a boathouse and bathing beach. He 
rented boats, sold bait and conducted a 
summer resort. The company contested 
the claim on the ground that Stewart 
was not a life guard. The court declares 
it was for the jury and not the court to 
say whether Stewart was a life guard 
within the meaning of the policy. Stew- 
art testified that he always remained 
there when bathers were present. While 
he was watching he sold bait, rented 
boats and bathing suits. The higher 
court declares that it was for the jury 
to say whether Stewart was stationed 
at the beach regularly considering that 
there is nothing in the policy describing 
the sort of beach covered. The judg- 
ment for the plaintiff is affirmed. 


Court Construes Meaning 
of Delivery of a Policy 








The Alabama supreme court in Tol- 

m vs. Life & Casualty holds that the 
mailing of an accident policy from the 

¢ office to the local office for the 
Purpose of delivery constitutes construc- 
tive delivery. It is the intention of the 
Party and not the manual possession of 





Policy which determines whether 


there has been a delivery. Part of the 
premium was collected and before the 
rest was paid the assured died in a fire. 
The court held that by accepting and 
retaining a part of the premium and is- 
suing the policy the company affirmed 
the validity of the insurance for one 
year. 








As Seen from 


NEW YORK 


TECHNICALITIES CONFUSING 














The dangers of being over-technical, 
even when dealing with highly intelli- 
gent prospects, are well illustrated in 
the life insurance experience of a young 
investment expert in one of the large 
bond houses here. This prospect 
needed insurance and was a _ willing 
listener when friends in the business 
came around to sell him. But all of 
them managed to confuse him so thor- 
oughly that he couldn’t decide what to 





do. It looked as if he would never get 
to the bottom of it. Realizing, however, 
that his family should have life insur- 
ance protection, he selected one of his 
friends whose judgment he believed 
would be the most trustworthy and told 
him to use his own judgment as to com- 
pany and policy. Now the prospect has 
quit trying to understand all about the 
intricacies of life insurance, even though 
he is better fitted than the average to 
grasp them, but he knows that his 
family will be cared for as well as pos- 
sible in case he should die. 
ky 
ARE HITTING DEPRESSION 


Members of the women’s unit of the 
L. A. Miner agency of the Equitable 
Life of New York in New York City 
have been busy proving that the depres- 
sion is merely a psychological condition 
where the selling of life insurance is 
concerned, and have pledged themselves 
to keep on proving it for the rest of the 
year. For the first six months they 
exceeded their quota by 50 percent, pay- 
ing for $750,000 of new business on an 
allotment of $500,000. They have in- 
creased their allotment by 50 percent 
for the remaining portion of 1931. Most 
of their business is written on men’s 
lives, bearing out the statement of a 
woman underwriter of another agency 
who whas quoted recently in these col- 





13 





umns as saying that the women agents 
who sold exclusively to women are be- 
ing hit the hardest by the depression, 


Industrial Conference Plans 


President G. R. Kendall, Washington 
National, Chicago, states an interesting 
and profitable program is being arranged 
for the annual meeting of the Industrial 
Insurers Conference, to be held at Ashe- 
ville, N. C., Sept. 16-18. Probably only 
two speakers outside of the conference 
membership will be in the lineup. The 
rest of the program will be devoted to 
discussing problems applying specifically 
to the business of industrial insurance. 
No speakers have been announced as 
yet. 


Olson Insurance Day Head 


A. B. Olson, manager of agencies for 
the Bankers Life of Nebraska, is the 
new chairman of the insurance subdi- 
vision of the Lincoln chamber of com- 
merce, and will have in charge the an- 
nual Nebraska Insurance Day celebra- 
tion, to be held in Lincoln in October. 
Mr. Olson succeeds the late E. J. 
Faulkner of the Woodmen Accident. 


Duryea’s “What te Know About Life 
Insurance” gives the fundamentals in an 
easy way. Order from The National 
Underwriter. $1.50. 








To Men Who Can Qualify 
as Agency Managers: 


Opportunities Are 
Open for You in 


Indianapolis, Ind. 
Omaha, Neb. 

St. Louis, Mo. 
Grand Rapids, Mich. 
Decatur, Ill. 

Lincoln, Neb. 


Cen LIFE, a strong, well-established Mutual company, has agency 
managerships open in these important cities, where already there are 
many Central Life policyholders. Every help will be given you in building 
your organization; excellent contracts, most up-to-date policies, liberal 
financing plans, an educational program of proven merit. Central Life, 
thoroughly a “young man’s company,” provides the best of opportunities. 


If you believe your experience and qualifications fit you 
for such a position, write to Pearce H. Young, superin- 
tendent of agents, stating full details of your record 
for the purpose of arranging a personal interview. 








DES MOINES 


Central Life 


Assurance Society 


(MUTUAL) 
DR. T. C. DENNY, President 


IOWA 
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Weaknesses of Banks as Trustees 


James TrusLtow ApAMs is author of an 
article, ““The Responsibility of Bankers,” 
in the August “Forum,” which has im- 
portant implications for the life insur- 
ance business. Mr. Apams’ theme is 
that a vast number of bankers, in enter- 
ing such alien fields as the underwriting 
of securities and acting as trustees and 
executors have not come to a full real- 
ization of the heavy social responsibility 
which rests upon them because of these 
additional functions which have been 
appropriated. 

Mr. ApdAMs’ criticism of banks as trus- 
tees today is that a bank to which you 
delegate the task of conserving your 
estate for yourself or your heirs today, 
may tomorrow be merged with a bank 
to which you would not think of entrust- 
ing that vital business. 

“We pick,” he says, “let us say, after 
careful thought, the X. Y. Z. Bank & 
Trust Company to execute our will and 
to invest and handle our estate for our 
widow and children, We had not, in 
reality, the faintest idea whom we had 
made trustee. We may have picked 
the X. Y. Z. because we considered it 
to be ably managed, to have a personnel 
we would like to trust our widow and 
child to, and then, perhaps the very day 
after we have signed our will and paid 
the lawyer his fee, we pick up the paper 
and find the X, Y. Z. has been merged 
with the ’Steenth National, which is the 
last bank in the world we would have 
ever named, and the whole personnel 
and policy of which we hate as the devil 
hates holy water.” 

Mr. ADAMS states that a lawyer friend 
10 years ago made an irrevocable trust 
fund, but since that time the bank has 
been through three mergers, and the re- 
sultant institution was one he would 
never have dreamed of selecting. 

During the last five years, banks have 
made a great bid for the business of 
acting as trustee. Persons of a mod- 
erate amount of property are being edu- 
cated to have their affairs administered 





by the machinery which formerly was 
considered appropriate only for the rich. 
Banks have arrived at a working under- 
standing with the life. insurance com- 
panies and with much friction as to 
jurisdiction removed, their trust depart- 
ments made remarkable progress. There 
can be no quarrel with banks in their 
trust department activities so long as 
the banks put into practice and keep in 
practice the spirit of their advertising, 
which points out the virtues of banks 
as trustees. 

There should be a barrier between the 
securities division of a bank and the 
trust department. Mr. ApAMs points 
out how the sales influence has caused 
bankers to depart from the true spirit 
of trusteeship, in the underwriting of 
securities. The author declares that 
bankers do not always assure themselves 
that the investor has some chance from 
the start before the securities are sold 
to him; that specific issues of securities 
are sometimes forced upon correspond- 
ent banks; that sufficient information is 
not always given to allow an investor 
to judge of the risk involved. A mis- 
take in the investment of trustee funds 
or the letting down of the barrier be- 
tween the securities division and the 
trust department where a speculative is- 
sue is concerned may cause irreparable 
harm to a client. 

These dangers in the field of trustee- 
ship by banks suggest a comparison 
with the life insurance system. Invest- 
ment mistakes are made by life insur- 
ance executives, but a single mistake or 
even a series of mistakes does not impair 
the fortune of the individual policy- 
holder. Each insured has a cross sec- 
tion interest in a highly diversified and 
regulated portfolio. Life insurance com- 
panies, being without stock and bond 
brokerage affiliates, are not tempted to 
favor particular issues at the possible 
expense of clients. 

Insurance companies may merge and 
the policyholder of the original com- 








Rupert F. Fry, president of the Old 
Line Life of America, is recovering at 
a Milwaukee hospital and is expected 
to be back at his office within a short 
time. 


David O. Johnson, general agent 
Minnesota Mutual Life at San Antonio, 
Tex., has devised a plan proving thas 
business and pleasure mix very well. 
Each week a meeting of the members 
of the agency is held at the home of 
one of the agents. These meetings are 
held after dinner and on completion of 
the business it develops into a family 
social affair of bridge or some other 
form of entertainment. The hostess each 
week is limited to a small amount for 
entertainment purposes and the idea of 
outdoing one another is destroyed. 


C. H. Schwab, II, is the New Eng- 
land Mutual Life agency leader for the 
first six months. He is attached to the 
Julius Meyer agency of Chicago. He 
went with the New England Mutual in 
December, 1924, and in his first year he 
paid for over $500,000. His average an- 
nual production during the last six and 
a half years has exceeded $660,000. His 
average application is almost $19,000. 
During the first six months he paid for 
$617,000, which is within $40,000 of his 
total business for last year. This amount 
of insurance is distributed among 16 ap- 
plicants, the average amount being more 
than $38,000. 


W. I. Palmer, agency secretary, 
Indianapolis Life, is receiving congratu- 
lations on the arrival in his home of a 
son. This makes two boys in the 
Palmer home. 


Mrs. Dorothy Wilson Prophet, daugh- 
ter of Mrs. Percy Wilson of East 
Orange, N. J., and W. E. Jones of East 
Orange were married Aug. 5 at Derby, 
N. Y. The ceremony was attended by 
a few relatives and close friends. Mr. 
Jones is advertising manager and asso- 
ciate editor of “Life Association News,” 
the official publication of the National 
Association of Life Underwriters. Mrs. 
Prophet was attended by her sister, Mrs. 
J. S. Joralemon of East Orange. J. P. 
Graham, Jr., of Riverside, Conn., was 
best man. Mr. Graham is general agent 
of the Aetna Life in New York City. 
After a trip through Canada, Mr. and 
Mrs. Jones will spend a few weeks at 
Sturgeon Point, Derby. They will make 
their home in Riverside, Conn., after 
Oct. 1. The bride is a graduate of St. 
Mary’s Hall, Burlington, N. J. Mr. Jones 
was on the staff of the British embassy 
in Paris for several years. He came to 
this country four years ago. 


For a real “dyed in the wool” base- 
ball fan his associates in the Apple & 
Bond agency for the Travelers in Balti- 
more would award the palm to Bernard 
B. Gough. Mr. Gough demonstrated 
his love for baseball by assuming his 
old role of bat boy in a game played 
Saturday by the “Old Timers” at Oriole 
Park. He acted as bat boy for a real 
galaxy of baseball stars, including Hans 








pany may not relish the new institution, 
but except because of egregious mis- 
management or dishonesty, his insur- 
ance will not be impaired. 

There is no malice on the part of 
insurance companies toward banks and 
trust companies. But Mr. Apams has 
put his finger on certain weaknesses and 
dangers in the system of banks acting 
as trustees. Because there is a similarity 
of function between life insurance com- 
panies and trust companies, life insur- 
ance people can be grateful that their 
business is not subject to these weak- 
nesses and dangers. 








Wagner, Jimmy Collins, Ed Walsh, 
Jack Doyle, Steve Brodie, Ned Hanlon 
and other famous players of former 
years. Although he has never played 
professional baseball he is thoroughly 
versed in all the points of the game. 

Mr. Gough was formerly president of 
the Baltimore Life Underwriters Asso. 
ciation. 

W. W. Jaeger, vice-president and di- 
rector of agencies of the Bankers Life 
of Iowa, and Mrs. Jaeger have taken 
possession of their beautiful new home 
in Country Club Knolls, one of Des 
Moines’ exclusive residential districts. 
The new Jaeger home, designed in the 
Norman style of architecture, is proving 
to be one of the show places of the city, 


David F. Barrett, director of pub- 
licity for the American Life Conven- 
tion and St. Louis correspondent for 
THe NATIONAL UNDERWRITER, has a new 
assistant, David Bartholomew Barrett, 
born Aug. 7. 

C. H. Tennant, 61, for many years 
superintendent of the Prudential in 
Syracuse and Auburn, N. Y., died un- 
expectedly Saturday at Thousand Is- 
land Park, where he and Mrs. Tennant 
were passing the summer. He was 
with the Prudential 40 years, retiring 
last December. 


E. E. Rhodes, vice-president of the 
Mutual Benefit Life, celebrated his 45th 
anniversary of service with the com- 
pany last week. He joined the com- 
pany Aug. 2, 1886, was made mathe- 
matician in 1905 and promoted to his 
present position in 1908. He is 63 years 
old. 

James Trumble, formerly assistant 
secretary of the American Bankers, has 
joined the home office claim department 
of the Western & Southern Life. 


Miss Dorothy Tyack, private secre- 
tary to John M. Sarver, president of 
the Ohio State Life, turned her vaca- 
tion into a honeymoon last week by 
becoming the bride of Curtis Layman. 
The marriage was a surprise to her as- 
sociates in the Ohio State Life home 
office. They are spending their honey- 
moon at Mitiwanga, a summer resort 
on Lake Erie. 


Secretary B. N. Mills of the Bankers 
Life of Iowa, who underwent an oper- 
ation for appendicitis early in June, has 
gone to the Colorado mountains for 
final recuperation. With Mrs. Mills 
and the three Mills’ children, he is spend- 
ing several weeks in the San Isabel 
National Forest. 


Funeral services for Henry C. Saevke, 
66, general agent for the Old Line Life, 
were held in Milwaukee this week. Mr. 
Saevke had been ill only a short time. 


E. V. Sullivan, for eight years con- 
nceted with the “Spectator” as assistant 
editor and more recently associated with 
the financial advertising agency 
Graves, McCleish & Campbell, has 
joined the literary bureau of the Mu 
tual Life of New York. He will assist 
W. S. Story, head of that department, 
in preparing house organs and other lit- 
erature. Mr. Sullivan was graduated 
from Cornell in 1919 and was at one 
time publicity manager for the Insurat- 
shares Corporation. While with the 
“Spectator” his experience covered the 
entire field of insurance, although he 
specialized in the life department. 


Z. C. Patten, assistant treasurer of 
the Volunteer State Life, will be mat 
ried Aug. 19 to Miss Elizabeth Bryaa 
of Nashville. Mr. Patten is the son 
the Late Z. C. Patten, who founded the 
Volunteer State Life in 1903 and was 
its president for 23 years. 
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LIFE AGENCY CHANGES 











Named Maryland Manager 





Marshall Appointed by Pan-American 
in Charge of New Territory—Offices 
in Washington 





Simultaneously with the announce- 
ment that the Pan-American will enter 
Maryland, Ted M. Simmons, U. S. agency 
manager, announces that R. S. Mar- 
shall, for 18 months field superintendent 
in the eastern and southern sections of 
the country, has been appointed man- 
ager of the new territory, which also 
embraces Washington, D. C., where Mr. 
Marshall will have offices. 

Prior to joining the Pan-American as 
feld superintendent, in March, 1930, 
Mr. Marshall was for a year and a half 
manager of the home office agency, 
Philadelphia Life, and for 10 years be- 
fore that was general agent Missouri 
State, in Washington. He has had a 
wealth of experience in organizing and 
managing agencies, and in selling. He 
will immediately arrange to appoint new 
agents for the company throughout 
Maryland and in Washington. 





Dorothy W. Splatt 


Miss Dorothy W. Splatt, for the past 
year in charge of the women’s depart- 
ment of the Manufacturers Life of 
Canada in its Chicago agency, has gone 
with the L. J. Fohr agency of the Con- 
necticut Mutual in that city to take 
charge of a similar department. Miss 
Splatt has been with the Manufacturers 
Life for 10% years, serving as Chicago 
cashier for five years prior to taking 
charge of the new department estab- 
lished last year, and for almost an equal 
time at the home office. She has a wide 
acquaintance among women agents in 
Chicago. 





F. L. Houck 


F. L. Houck has been appointed 
superintendent of the Prudential .at 
Lorain, O., filling the vacancy caused by 
the retirement of Superintendent W. W. 
Peters. Mr. Houck started with the 
Prudential as an agent in Buffalo No. 1, 
July 2, 1917, and was made assistant 
superintendent in Buffalo No. 3 later. 
Subsequently he served as assistant at 
Cleveland No. 2 and Canton, O. 


J. S. Brown 


The Provident Mutual Life has 
opened a branch office, at 152 South 
Burdick street, Kalamazoo, Mich., to 
handle southern Michigan and north- 
ern Indiana. J. S. Brown, formerly of 
the N. S. Reese agency in Detroit, is in 
charge. The Kalamazoo office will take 
over the entire southern Michigan terri- 
tory, which has formerly reported 
through the Reese agency. 





A. G. Chewning, Mrs. M. C. Winters 


The All-States Life appointed A. G. 
ewning general agent for western and 
part of Piedmont, Virginia, with head- 
quarters at Roanoke. He has been in 
the banking business in Roanoke. 

Mrs. M. C. Winters has been ap- 
pointed district agent of the All-States 
ife at Gainesville, Ga. Mrs. Winters 
has been connected with the Brenau 
College-Conservatory and is handling 
the institutional endowment work of the 
All-States Life for the college alumni. 





Roy J. Hale 


Roy J. Hale has been appointed gen- 
WU agent of the Occidental Life of 
‘aifornia in Denver. He has sold life 
“wrance in Colorado many years. 





Thomas Thatch 


Thomas Thatch, who has been acting 
oma general agent for the Mutual 
Benefit Life since the first of the year, 





has been given a permanent appoint- 
ment. He succeeds J. M. Dyer, who re- 
signed to make his home in the Rio 
Grande valley in Texas. 





L. A. Hanley 


L. A. Hanley has been appointed 
agency organizer of the Reliance Life’s 
southwest Texas department. Mr. 
Hanley was with the Reliance for four 
years before working for the Illinois 
Central Railroad, from which he is now 
resigning. He succeeds F. W. Maule. 





Life Agency Notes 











The Jefferson Standard Life has estab- 
lished a district office in Corpus Christi, 
Tex., with Clarence Hertel as manager. 

J. A. MeCord, Jr.. formerly a life un- 
derwriter in Oklahoma City and Tulsa, 
is now Fort Worth manager of the Great 
American Life of San Antonio. 

The Maryland Life has appointed R. W. 
Jenkins general agent at Charlotte, 
N. Cc. Mr. Jenkins was formerly with 
the Atlantic Life. 

Arthur Hammonds, formerly of Ba- 
tavia, N. Y., has been appointed assist- 
ant manager of the Metropolitan Life at 
Ogdensburg, succeeding L. J. Hiter, re- 
cently transferred to Glens Falls. 

M. P. Johnson, formerly with J. J. 
Outcault, general agent for the Penn 
Mutual in Birmingham, Ala., has been 
promoted to supervisor in charge of the 
Tulsa, Okla., office. 

The Western & Southern Life has 
made the following appointments: J. 
English, assistant superintendent at 
New Castle, Ind., has been appointed 
superintendent of the New Albany, Ind., 
district, succeeding J. B. Finan, who has 
been transferred to Elkhart. E. N. 
Bowen, Bay City, Mich., has been ap- 
pointed superintendent of the Peoria, 
Ill., district, succeeding Ed. Shoemaker, 
who goes to Evansville, Ind. 








Eastern States 
Activities 

















Students Break All Records 


Field School in Boyce Agency of Equit- 
able at Syracuse Sells $1,334,800 in 
Ten Half Days 








The W. L. Boyce agency of the 
Equitable Life of New York, in Syra- 
cuse, smashed all records for Equitable 
field school production, securing $1,334,- 
800 in ten half-days with a school of 
30, Agency Manager W. L. Boyce re- 
ports. The school was divided in six 
teams. Great rivalry developed between 
the J. A. Dunn team and the Parker 
team for first place. The climax came 
when Mr. Dunn, a recent acquisition, 
turned in $280,000 personal production 
to swell his total to $427,500 and the 
total of his team to $493,000. The 
Parker team finished with $439,550. 


Average Production %$44.500 


Agency Instructor F. R. Amthor of 
the home office, conducted the school. 
The average application was $11,000, 
average production per man $44,500, 
and ratio of sales to interviews, 1 to 5. 
The school was closed with a luncheon 
meeting. Manager Boyce gave an 
address on “Measuring Your Capacity 
Daily—The Sure Road to Success.” 

Assistant District Manager R. C. 
Meadows of the agency completed July 
with $423,250 paid production. He 
entered the agency as a part-timer in 
February, 1930, and took a full-time 
contract in October. His total produc- 
tion for the agency is $731,750, with 136 
applications. He has been honor man 


A Complete Kit 
For the Live Salesman 


A modern, up-to-date policy con- 
tract for every type of prospect— 
Life, Accident & Health, Group and 
Salary Savings. A multiple line that 
makes selling both profitable and 
pleasing. 


The Moslic line includes Juvenile 
Policies with insured premium fea- 
ture; New Family Income Policy; 
Thrift policies; Mortgage Protec- 
tion Policies; Educational Policies; 
Insurance with Income; Old Age 
Endowments, and many others 
equally attractive. 


Representatives of the Missouri 
State Life enjoy the hearty coopera- 
tion and assistance of a thoroughly 
organized Field Service Depart- 
ment, and the Company’s Producer’s 
Clubs are a constant source of in- 
spiration and inducement to increas- 
ing success. 


With Home Office in St. Louis, “the 
City Surrounded by the United 
States,” prompt, efficient underwrit- 
ing and Agency service is assured. 


A Billion and a Quarter of Insurance 
in Force 


A Good Company to Represent 











MISSOURI STATE LIFE 


INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
ST. LOUIS 





Life - Accident - Health - Group - Salary Savings 
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In 1931 


Be the outstanding 
life insurance man 
in your community 


OUR SERVICE 
WILL HELP YOU 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 








More Than Two Billion Dollars of Insurance in Force 














Entering its 
Twentieth Year-- 


HE Company in an expand- 

ing mood, having held its 
own during 1930, is strong to 
move forward. To all the stand- 
ard forms have been added: 

A Family Income policy, a 
group of Juveniles, Retirement 
Annuity, and Convertible Term 
to Age 65. Beginning about 
March 1, Accident and Sickness 
Insurance will be written in con- 
nection with life policies. 

The Company has under con- 
sideration plans to enter Colo- 
rado, Nebraska, Iowa, Minne- 
sota, Illinois, Indiana and Michi- 
gan. 

Here is preferred opportunity 
for the working life insurance 
man. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. Roy Kruse, President James L. Coiitns, Supt. of Agencies 
HOME OFFICE: SACRAMENTO 





























in the agency five months and has con- 
sistently led the agency in production 
since becoming a full-timer. 





Wigginton Agency’s Increase 


The Pittsburgh agency of the State 
Mutual Life under F. C. Wigginton, 
general agent, showed a 33 percent in- 
crease in production for July over July, 
1930, and ranked fourth of all of the 
State Mutual agencies in the country. 
Mr. Wigginton took over the general 
agency at the beginning of the year and 
is making fine progress towards build- 
ing up a crew of good producers. He 
recently was awarded his C. L. U. de- 
gree, being one of the six to be awarded 


the C. L. U. degree in Pittsburgh this 
year. He has organized the Stamuli 
Club in his office. In order to be 


——:} 


eligible it is necessary that an agent be 
listed among the company’s leading pro. 
ducers twice. A number of his men are 
already members. 


Smith Made Field Supervisor 


Vincent E. Smith is now field super. 
visor for the Atlantic coast territory for 
the Metropolitan Life, succeeding R. E. 
Duggan, who has been appointed man. 
ager at Plainfield, N. J. 


Mutual Benefit’s Veteran Club 


The annual meeting of the Veterans’ 
Club of the Mutual Benefit Life will be 
held at the home office in Newark Sept, 
25, when the election of officers will take 
place. Arthur Lesser, C. E. Addis and 
E. D. Baldwin, have been appointed as 











a nominating committee. 

















Managers’ School to Be Held 


Special Curriculum for Home Office 
Men Also Arranged in Course at 
Evanston, IIl. 








The third annual agency building 
school, to be held Aug. 17-28 at North- 
western University, Evanston, IIl., by 
the Life Insurance Sales Research Bu- 
reau will be the largest ever conducted 
by the bureau, registrations indicate. 
More than 65 men representing compa- 
nies from all parts of the United States 
and Canada have enrolled. Officials say 
that interest in these schools is greater 
than ever before. The school at Babson 
Institute which closed July 28 showed 
a 75 percent increase in enrollment. 

One of the features of the Evanston 
school is the special session for home 
office men. Over 40 home office execu- 
tives have attended previous agency 
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building schools of the bureau, but this 
is the first time a curriculum has been 
prepared especially for this group. The 
home office school will give a larger 
number of officials the opportunity of 
working out their programs with the 
help of the bureau and will provide them 
efficient and thorough contact with bu- 
reau facts. 

Definite training in sound principles 
of agency management will be given at 
the managers’ school. Evening round 
table discussions will be held by both 
groups. The courses will cover chief 
problems confronting agency builders, 
including recruiting, training, super- 
vision, business management and con- 
servation. 

Six working assignments will be com- 
pleted by students in the 12 days, the 
assignments covering plans for handling 
problems as they apply to the students’ 
agency or field organization. Each 
student will leave the course with well 
defined plans on paper for the operation 








Spencer Gets Woods Trophy 




















PITTSBURGH, Aug. 13—The Ed- 
ward A. Woods Trophy for 1931 has 
been awarded to L. A. Spencer of 
Youngstown, O., a member of the Ed- 
ward A. Woods Company agency staff 
for 16 years. The trophy was estab- 
lished in 1925 to be awarded annually 
“to that person, who by his character, 
accomplishment and cooperation, most 
nearly approximates the ideals which 
Edward A. Woods represented.” The 


amount of business paid for, premium 
deposits, number of cases paid for, per- 








of business under binder, new 


cent 


agents introduced, conservation record, 
agent’s cooperation with agency plans, 
the position he occupies in the commun- 
ity in which he lives are among the 
points considered. 

After becoming a full time under- 
writer in 1919, Mr. Spencer qualified 
for the Quarter Million Dollar Corps 
three years in succession. Then for two 
years he was a member of the Half 
Million Corps, then the Three Quarter 
Million Corps and in 1926 he qualifi 
for the Million Dollar Corps, of which 
he has been a member for four years. 
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of his agency for the next year and a 
five-year plan (not communistic) look- 
ing toward its future development. 

Members of the bureau staff who will 
conduct the school are H. G. Kenagy, 
director; G. F. Davies, S. G. Dickinson, 
L. J. Doolin, R. N. Ford and L. S. 
Morrison. 





Blackman & Snively Dissolved 


F. A. Blackman has retired from 
Blackman & Snively, Janesville, Wis., 
district agents for the Northwestern 
Mutual Life. The partnership has been 
dissolved because of the protracted ill- 
ness of Mr. Blackman, and W. J. 
Snively becomes sole district agent. 

Mr. Blackman has been in the insur- 
ance business for more than 30 years, 
being associated with Mr. Snively for 
the past two years. Mr. Snively went 
to Janesville in 1926 from the east. 


Stumes & Loeb Third 


The Stumes & Loeb agency of the 
Penn Mutual in Chicago ranks third in 
the United States for the company, 
finishing the seven months with about 
$8,500,000. 


New Plan for Illinois 


A conference of all Illinois general 
agents of the American Bankers was 
held last week to explain and discuss 
plans for the more intensive develop- 
ment of Illinois. 

Under the new plan the state has 
been divided into five districts exclusive 
of Chicago. A supervisor has been ap- 
pointed for each district. He is to be 
responsible for developing the general 














agencies in his territory by recruiting, 
training and coaching new men accord- 
ing to a set, definite and accepted plan. 

The five supervisors who have been 
appointed are L. T. Kinsella, Louis 
Hoffman, F. R. Thixton, R. P. Kille- 


brew and Thomas Sly. They have 
completed a thorough schooling in their 
new work under F. S. Wolpert, director 
of education. 


Receiver for Masonic Mutual 


Acting on a petition filed by Jones 
Erwin, 84, the common pleas court at 
Pomeroy, O., has appointed former 
Judge F. W. Crowe of that city receiver 
for the Knights Templars & Masonic 
Mutual Aid Association of Cincinnati. 
Mr. Erwin has held a certificate in the 
company for 53 years. He asks for an 
accounting. The members of the as- 
sociation were to have voted Aug. 21 on 
a plan to convert it into a legal reserve 
company. 

The Ohio department has asked the 
attorney general to represent it in the 
case, taking the position that such mat- 
ters are really for the insurance depart- 
ment to pass upon and not the courts. 


Cincinnati Course Arranged 

The Rockwell course in life insurance 
salesmanship and practice sponsored by 
the Cincinnati Life Underwriters Asso- 
ciation will start Sept. 29 and run 
through Oct. 24. Dr. C. J. Rockwell 
will conduct the school. The registra- 
tions are in charge of Executive Secre- 
tary P. L. Burdette in the Chamber of 
Commerce building, Cincinnati, Burt 
H. Wulfekoetter is chairman of the edu- 
cational committee that has charge of 
the course. 
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Paladium Life Now Starting 


Artemus R. Roberts and His Son Are 
Busy Getting New Waco Company 
Organized 








Artemus R. Roberts, who founded the 
Amicable Life of Waco, Tex., now has 
returned to that city and is busy with 
the organization of a new life company 
to be known as the Paladium Life, he 
to be president and his son, Emory F. 
H., to be secretary and treasurer. The 
son resigned as_ vice-president and 
actuary of the Bankers National Life in 
December and has been engaged since 
then with his father in making plans 
for the new company. A. R. Roberts 
announces the purchase of the Provident 
building at 4th and Franklin avenue at 
Waco for $250,000 as the home office 
for the new company. A. R. Roberts 
organized the Amicable Life in 1910 
and was president for ten years. Dur- 
ing that time the 22 story Amicable 
building was erected, one of the great 
landmarks of the city. Since leaving 
the Amicable Life Mr. Roberts has been 
in Corpus Christi. He expects to apply 
for a charter for the Paladium Life in 
a short time. 

A. R. Roberts started in the life busi- 
ness in 1885. He served in various 
capacities until 1910, when he launched 
the Amicable Life. He was one of the 
well known life insurance men of his 
state. The son has had 12 years’ ex- 
perience as an actuary. 





Hale Agency’s Record July 


With $821,000 paid for business in 
July, the W. Stanton Hale Agency of 
the Penn Mutual in Atlanta reports 
July as the best month in its history. 
Forty-nine agents participated in the 
Production. Mr. Hale reports the busi- 
ness of his agency as $800,000 greater 
than the peak year of 1929. He at- 
tributes. the record to harder and more 
inteligent work. Much of the business 








comes from territory tributary to the 
Atlanta office, particularly from Sa- 
vannah, of which L. M. Bargeron has 
charge. 


Would Eliminate Renewals 


AUSTIN, TEX., Aug. 13.—Governor 
Sterling has asked the special session 
of the legislature to amend the insur- 
ance laws to provide that licenses for 
life insurance agents will not be re- 
newed each year but continue until re- 
voked by the board of insurance com- 
missioners. A similar law applying to 
all other types of insurance agents was 
passed at the regular session. 





Asks Industrial Life Receiver . 


Commissioner J. G. Read has re- 
quested the district court at Oklahoma 
City to appoint a receiver for the In- 
dustrial Life of that city, alleging hope- 
less insolvency. This is a mutual bene- 
fit assessment association with admitted 
assets of $1,700. The company has 
judgments in death claims against it of 
$12,000, Mr. Read said. 








News of Pacific 
Coast States 

















United Pacific Prospering 





Report Shows Rapid Growth — Vice 
President Fordyce Comments on 
Business Outlook 





Growth of the United Pacific Life of 
Seattle from its first $5,000 policy issued 
May 10, 1930, to $7,245,000 in force 
June 30, 1931, is disclosed in the com- 
pany’s report. There have been 1,919 
policies issued on 1,649 individuals. 
Increase of $500,000 new business in the 
second quarter over the first is shown. 
J. P. Fordyce, vice-president and agency 
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INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1699 


HERBERT M. WOOLLEN, President 


Guaranteed 
Benefits 
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Independence 


Today, more men than ever before are creating 
estates through Mutual Benefit life insurance. 
These men know nothing of the old time 
*“‘penny-pinching’’ methods of saving. They 
have that certain confidence that comes from 
having definite resources behind them — a 
reserve that can be depended upon to help 
meet future contingencies. 

The Mutual Benefit’s eighty-six years of suc- 
cessful estate building is inspiring men every- 
where to achieve independence through life 
insurance, 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





--modern life insurance since 1845.. 
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PEAK LOAD/ 


To maintain his maximum Peak Load of pro- 
duction, and thus derive the utmost income from 
his work, the Fieldman needs every reasonable 
Home Office aid—quick decision on applications, 
quick issuance of policies, quick handling of bene- 
ficiary changes, quick making of loans, and, above 
all else, immediate payment of death claims. To 
these add adaptive policy forms and a compre- 
hensive Sales Help Service, with effective Home 
Office publications and advertising literature, in- 
cluding Direct Mail service. 


The up-to-date company supplies all of these 
cooperative aids. 


THE PENN MutTuat LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 


























SIXTY YEARS of PROGRESS 


1871 1931 


Statement for 1930 


New Assurances Paid for.$ 705,678,000 
Total Assurance in Force. 2,863,701,000 


Surplus and Contingency 
Reserve 36,532,000 


ere 
Liabilities (including 
Paid-up Capital Stock).. 552,201,000 








SUN LIFE 
ASSURANCE COMPANY 


of CANADA 


Head Office: Montreal 














manager, says three factors are bene- 
fiting life insurance generally despite 
adverse business conditions. One is that 
in the United Pacific’s experience, at 
least, this year, business has remained 
in force to a much greater degree than 
usually experienced by companies in the 
best times. He says this emphasizes 
the public attitude that life insurance is 
the one investment which people cannot 
afford to sacrifice. A second factor he 
says is the realization that life insurance 
offers the sole means of rebuilding im- 
paired estates when the hazard of death 
is considered. The third factor is the 
growing appreciation of life insurance 
as an investment. 

He says also the customary 3 or 3% 
percent computed on most legal reserve 
insurance compares favorably with that 
on high grade bonds. 

“The combination of these factors 
presents an unusually bright picture for 
the life insurance business,” he says. 
“We look forward with confidence to 
a continued steady increase in the 
amount of insurance written during the 
coming months.” 


New Los Angeles Life Course 


University College, the downtown 
branch of the University of Southern 
California in Los Angeles, has an- 
nounced a professional training course 
in life insurance, including preparatory 
work for the C. L. U. degree, beginning 
Sept. 21. The course will be conducted 
by Verne Steward, C. L. U., associate 
general agent Penn Mutual Life. He 
has conducted class groups in Los 
Angeles for the C. L. U. examination 
for the past three years. There will be 
a special class group for industrial 
agents only. 


Thompson Favors San Francisco 


Charles C. Thompson, Seattle, first 
vice-president National Association of 
Life Underwriters, was guest of honor 
at a luncheon meeting of the San Fran- 
cisco General Agents & Managers Asso- 
ciation Aug. 11. Mr. Thompson heartily 
endorsed San Francisco as the national 
convention city for 1932. 


Shepard on the Coast 


W. T. Shepard, vice-president Lincoln 
National Life, is visiting the Pacific 
Coast on company business. He will 
call on the agencies in San Francisco 
and Los Angeles. 





The State Farm Life of Bloomington, 
Ill., has been licensed in Montana to 
write life, health and accident. The 
American Medical Life of Spokane has 
also been licensed in the state. 
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Work Hard for 1932 Meeting 


San Francisco Association Plans to 
Double Membership in Campaign to 
Get National Convention 








SAN FRANCISCO, Aug. 13.—Plans 
for doubling the membership of the 
San Francisco Life Underwriters Asso- 
ciation so that delegates to the national 
convention may properly press the in- 
vitation of San Francisco for the 1932 
gathering, are well under way with J. M. 
Hamill, Equitable Life of New York, as 
chairman. It is planned to circularize 
every life underwriter in San Francisco 
(numbering more than 2,000) with a ser- 
ies of broadsides from now until the 
end of the month, setting forth the ad- 
vantages of membership in the local and 
national organizations and also giving a 
specific program to be carried out by the 
San Francisco association for the bene- 
fit of its members in 1931-1932. Among 
the “selling points” listed are: A ten 
weeks’ training course similar to that 
offered by Carnegie Tech and New York 
University, an advanced training course 




















to prepare for the C. L. U. degree, 

















CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 





ACTUARIES | 





114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 


L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 


























J. Charles Seitz, F. A.I. A, 
CONSULTING ACTUARY 
Auther “A System and Accounting for a Life 
insurance Company.” 











INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











MISSOURI 


» ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building, St. Louis 


and 
800 Securities Building, Kansas City 














NEW YORK 








| rugs M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 

















90 John Street 





Woodward, Fondiller & Ryan 
Consultants 
Actuarial, Accounting and 
Management Problems 
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monthly meetings with prominent] of the Fort Dodge association A. W. 
akers, creation of a speakers’ bureau, | Crouch, general agent Bankers Life, 

pe the establishment of an insurance | ®*¥® * ‘#!* on aa 

library. The drive to bring the 1932 . | 

convention to San Francisco is stressed, Columbus, 0.—J. W. Ray, Travelers, 

Otto L. Zeus, Travelers, is general 

chairman of 1932 convention activities 

and A. J. Hill, State Life of Indiana, 


js chairman of the endorsement com- 
mittee of the national convention com- 
mittee. E. H. L. Gregory, Aetna Life, 
js chairman in charge of finances. 

The first meeting under the recently 
elected officers of the San Francisco 
association will be on Aug. 31 when, in 
conjunction with the San_ Francisco 
chamber of commerce and Commercial 
Club, Dr. S. S. Huebner will appear as 
guest speaker in a discussion of “Elim- 
inating Investment Risks.” 

The East Bay association, Oakland, 
will act as joint host in extending the 
invitation to hold the 1932 convention 
in this territory and will actively par- 
ticipate in preparations for the 1932 
convention if the invitation is accepted. 
A committee of East Bay men is now 
cooperating with San Francisco on plans. 





*x* * * 
Fort Dodge, Ia.—At the August meeting 


president of the Columbus association, 

has announced his committee appoint- 

ments. Chairmen are: Business prac- 
x* * * 


tice, E. P. Tice; law and legislation, B. 
H. Ooley; program and entertainment, P. 
M. Smith; membership, Depew Head; 
finance, J. C. Anderson; education and 
publicity, J. B. Pinney. The executive 
committee is composed of the chairmen 
of the standing committees. 
* * * 

Louisiana—A civic relations commit- 
tee has been formed by the directors of 
the Louisiana association to cooperate 
with other civic groups in matters of 
common interest with F. E. LeLaurin, 
chairman; H. L. Garic and R. S. Minier. 
Mr. LeLaurin is president of the asso- 
ciation. 

* * * 

Chicago—The Chicago association will 
hold its annual field day at Twin Or- 
chard country club Sept 16 A golf 
tournament with substantial prizes will 
be played in the afternoon and there 
will be dinner there. 














NEWS ABOUT 


LIFE POLICIES 








Policy Literature. Rate Books, etc. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “‘Little Gem,”” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 


Supplementing the “Unique Manual- 























New Mutual Benefit Life Dividends 


The new 1932 dividend scale of the Mutual Benefit Life has been announced. 
Dividends on the principal policies follow: 



























Age 18 
: Life Life End. End. End. 
Pol. Ord. Life 20 Pd. up Pd. up Life 15 Life 10 20 25 20 End. End 
Yr. Life Prems. at60 at65 Prems.Prems. Yrs. Yrs. Yrs at60 at 65 
ae 17.28 27.01 18.16 32.71 44.34 37.18 30.55 21.91 
Div Bae 5.21 5.34 5.22 5.43 5.58 5.49 5.41 5.28 
as 5.32 5.57 5.34 5.74 6.04 >. 86 5.69 5.44 
Ree 5.43 5.82 5.47 6.06 6.52 6.24 5.98 5.62 
oes Ge 6.34 5.74 6.74 7.52 7.05 6.60 6.00 
10.. 6.35 7.78 6.48 8.63 10.33 9.29 8.32 7.03 
15.. 7.07 9.42 7.28 10.81 o° 11.89 10.30 8.19 
Bees 7.80 11.28 8.11 os ee 14.95 12.58 9.46 
Age 19 
Prem...... 17.64 27.41 19.23 18.57 33.19 44.97 47.59 30.64 22. 20.51 
Div. 1.. 5.28 5.40 5.2$ 5.29 5.49 5.64 5.69 5.45 5.2 5.32 
Res 5.4 5.64 5.43 § 6.19 5.73 5 5.47 
3.. 5.52 5.90 5.5 6.71 6.03 5 5.63 
5.. 5.77 6.42 5 7.81 6.65 6 5.96 
10.. 6.46 7.88 6 10.86 8.36 7 6.88 
15.. 7.19 9.54 7 14.43 10.32 7.88 
20.... 7.94 11.43 8 18.69 12.60 9 8.96 
PR éccece 18.01 27.82 19. 47.67 37.35 30.74 23.18 21.04 
a Bee 5.33 5.47 5.3 5.74 5.59 5.50 5.41 5.38 
- 5. 5.72 5.5 6.25 5.97 5.79 5.60 5.54 
= 5. 5.97 5.6 6.77 6.35 6.08 5.79 5.71 
5.. 5 6.51 5.$ 7.86 7.15 6.70 6.20 6.06 
10.. 6. 7.99 6.8 10.90 9.38 8.41 7.31 7.00 
15.. 7. 9.66 7.7 14.46 11.96 10.36 8.54 8.02 
20.. 8. 11.58 8.66 18.72 15.00 12.62 9.91 9.15 
ae 18.40 28.25 20.23 19.47 34.19 46.3 47.75 37.45 21.60 
Div. 1. 5.40 5.53 5.42 5.42 5.62 5.78 5.80 5.66 5.44 
-* 5.53 5.78 5.57 5.56 5.95 6.26 6.30 6.03 5.61 
en 5.66 6.04 5.72 5.70 6.29 6.76 6.82 6.41 5.79 
Bee 5.93 6.58 6.04 6.00 7.00 7.81 7.91 7.21 6.14 
10. 6.65 8.08 6.91 6.81 8.97 10.73 10.94 9.44 7.12 
15. 7.39 9.76 7.82 7.65 11.21 14.49 12.00 8.16 
20.. 8.18 11.72 8.83 8.57 aoe 18.75 15.04 9.33 
Age 22 
Prem dees 18.80 28.69 20.78 19.95 34.71 47.00 47.84 37.55 .97 22.18 
Div. 1.. 5.46 5.60 5.49 5.48 5.68 5.84 5.86 5.71 -62 5.51 
2.. 5.60 5.85 5.65 5.62 6.02 6.33 6.37 6.09 g 7 5.68 
Be 5.73 6.12 5.81 5.78 6.36 6.84 6.88 6.47 y 5.96 5.86 
5.. 6.01 6.67 6.14 6.09 7.08 7.91 7.97 7.27 6.82 6.40 6.23 
10.. 6.74 8.18 7.03 6.91 9.07 10.86 10.99 9.48 8.51 7.59 7.23 
15. 7.49 9.88 7.96 7.77 11.34 . 14.53 12.03 10.43 8.90 8.30 
20.. 8.30 11.87 9.01 8.71 bone 18.79 15.06 12.69 10.39 9.51 
Age 23 
a 19.23 29.15 21.35 20.47 35.26 47.73 47.94 37.66 31.10 25.37 22.80 
aa oe.... OSE 5.67 5.56 5.56 5.75 5.93 5.93 5.78 5.69 5.62 5.58 
Bos 5.67 5.93 5.72 5.71 6.09 6.43 6.43 6.15 5.98 5.84 5.76 
Beis 5.81 6.20 5.89 5.86 6.44 6.94 6.95 6.53 6.27 6.05 5.94 
mm” 6.10 6.76 6.24 6.19 7.17 8.02 8.03 7.33 6.89 6.51 6.33 
10 6.84 8.29 7.14 7.03 9.18 11.01 11.04 9.53 8.57 7.74 7.36 
15 7.60 10.00 8.11 7.91 11.48 .... 14.56 12.06 10.47 9.09 8.46 
20 8.43 12.02 9.20 Bee .cees 18.83 15.10 12.72 10.65 72 
Age 24 
a 19.67 29.63 21.96 21.00 35.82 48.47 48.04 37.78 31.24 26.19 23.46 
Div. 1., 5.61 5.76 5.63 5.62 5.83 6.00 6.01 5.86 5.77 5.71 5.67 
™ 5.74 6.02 5.80 5.78 6.18 6.50 6.50 6.23 6.05 5.93 5.86 
Bas 5.89 6.30 5.98 5.94 6.54 7.03 7.02 6.61 6.35 6.16 6.05 
= 6.18 6.87 6.33 6.27 7.27 8.12 8.10 7.40 6.96 6.63 6.45 
6.94 8.41 7.27 7.13 . 9.30 11.15 11.09 9.59 8.63 7.90 7.50 
= 7.71 10.15 8.26 8.03 11.64 eoee 14.61 12.11 10.53 9.31 8.65 
20.. 8.56 12.19 9.30 9.04 oeee 18.88 15.14 12.77 10.94 9.95 
Age 25 
aa 20.14 30.12 22.61 21.57 36.40 49.24 48.15 37.90 31.39 27.06 24.15 
“eee 5.68 5.83 5.72 5.71 5.91 6.07 6.06 5.92 5.84 5.78 5.73 
nes 5.83 6.10 5.90 5.88 6.27 6.59 6.56 6.29 6.13 6.01 5.93 
Beas 5.98 6.38 6.08 6.04 6.63 7.12 7.08 6.67 6.43 6.25 6.13 
* 6.28 6.95 6.45 6.38 7.38 8.22 8.15 7.47 7.04 6.74 6.54 
10... 7.04 8.50 7.40 7.25 9.42 11.28 11.13 9.63 8.69 8.05 7.62 


(CONTINUED ON NEXT PAGE) 





SOMETHING NEW susx S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street “= ats ys Chicago 

















Measured by 
Net Results 








Truest gauge of a Com- 
pany’s rate of progress is its 
ratio of gazm in insurance in 
force to total in force. 

Applying this measuring- 
rod to the 1930 record, The 
Guardian ranks first among 
the 24 leading life companies 
licensed in New York State, 
having a half-billion or more 
insurance in force. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - - NEW YORK CITY 
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THE LIFE INSURANCE 
COMPANY of VIRGINIA 


Richmond 


Bradford H. Walker 
President 





















Established 1879 


ASSETS GAIN NEARLY 
15 MILLIONS 


Total Admitted Assets, December 31, 1930: 
$148,905,570.40 


Total Admitted Assets, December 31, 1929: 
$133,931,890.94 


Gain, 1930 over 1929: 
$14,973,679.46 


Bankers Life Company 


GERARD S. NOLLEN, President 


Des Moines, Iowa 










































SERVICE LIFE 


INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. 
proposition is extended in districts 
where the company is not now 


represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 


Home Office: LINCOLN, NEBRASKA 


An unusual agency 
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Double Indemnity Case 
Decided for the Company 


In Frankel vs. New York Life, the 
United States circuit court of appeals, 
10th circuit Oklahoma had before it a 
double indemnity case. Frankel died as 
a result of gun shot. The main ques- 
tion was whether the trial court erred 
in withdrawing the case from the jury 
and deciding it in favor of the com- 
pany. Frankel, a merchant, was found 
unconscious on the floor of a store with 
a gun shot wound in his head. He was 
lying in a curved position, a pistol be- 
side him near his left hand and an 
empty shell on the floor at his back. 
Powder burns were found on the left 
side of his head, indicating the pistol 
was fired at close range. He was left- 
handed. The pistol had some blood on 
it. If it was fired at the left side, the 
shell would have gone out behind him. 
The back door was barred and all the 
windows were fastened. There was no 
evidence of a struggle and no one was 
found hiding in the store. Money was 
found in the safe and cash register. 

The beneficiary claimed there is a 
presumption that death was not due to 
suicide but accident. The higher court 
held that the plaintiff had the burden of 
proving the facts necessary to establish 
the liability of the company. The legal 
presumption that might aid her could 
be of value only under circumstances 
leaving the case of death in doubt. The 
presumption against suicide is overcome 
by evidence showing the death was selt 
inflicted, the court says, or facts in- 
consistant with any reasonable hypo- 
thesis of death by accident or circum- 
stances and conditions leaving no room 





for any reasonable hypothesis but 
suicide. The judgment for the company 
was sustained. 


Occupations Listed for the 
Best Insurance Prospects 


Bank officials and managers swung 
again into the lead after taking second 
place, for many months, to retail deal- 


ers in the list of those who bought poli- | 


cies of $10,000 or over from the Lincoln 
National Life the past month. In this 
latest list of big policy buyers, retail 
dealers held second place, and commis- 
sioned officers of the United States de- 
fensive forces were third. 

Lawyers, judges and others connected 
with the legal profession tied with man- 
agers and owners of printing, publish- 
ing and engraving businesses for fourth 
place. Other occupations high in the 
list were: Dairy farmers, commercial 
travelers, real estate agents and brok- 
ers, managers of steel plants, officials in 
public service, garage owners, gas and 
oil men, doctors and other professional 
men, and hotel managers. 


The American Insurance Union, Inc., 
of Ohio, has been licensed in Oklahoma. 





ACTUARY WANTED 
Well established middle western Company 
has opening for an Actuary. Young man 
with some experience preferred. Splendid 
Opportunity. Replies treated confidentially. 
Address T-96, The National Underwriter. 











ACTUARY 


Associate of Actuarial Society and — 
Actuarial Society, ve years 


Home Office experience in preparation of an. 


age 34, with twe 


calculation 
lard and 
determina- 
seeks position as 


nual statements and policy forms, 
of premium rates, underwriting stan 
substandard lives, valuations and 
tion of commission scales, 
and Chief Accountant. Now em- 
York City but desirous of 
Will consider any 


Actuary 
ployed in New 
making change. 
United States. 
Box Ul, The 
William Street, 


where in 


National Underwriter, 13 
New York, N. Y. 








H. & A. General Agency 
Wanted 


Established Chicago casualty office 
with 1,200 active agents desires gen- 
eral agency contract with substan- 
tial life company writing health and 
accident insurance. Address U.2, 
Care The National Underwriter. 











Age 31—Married. Experience as cashier, 
supervisor, assistant general agent, per- 
sonal producer, and success in handling 


brokers. Interested in position as home 
office supervisor or with large general 
agency. What have you to offer? Now 
employed. 

Address T99, The National Underwriter. 
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Scovell, Wellington 
and Company 
ACCOUNTANTS—ENGINEERS 
10 East 40th Street, New York 
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Syracuse Kansas City 
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Many Interesting Points Brought 
Out in Answers to Chartered Life 
Underwriter Degree Examination 


PART I—LIFE INSURANCE 
FUNDAMENTALS 


(a) Economics of Life Insurance 
QUESTION 1 

Annual premium whole life or endow- 
ment insurance constitutes an install. 
ment plan of investment. Enumerate the 
important features of an installment 

of investment, and in connection 
with each compare the merits of the life 
insurance plan with other installment 
plans of investment as conducted by de- 
pository institutions, such as savings 
banks, trust companies and building and 
loan associations. 

ANSWER 

An installment plan of investment 
may be considered from two angles, (1) 
the installment features, and (2) the in- 
vestment features. Among the install- 
ment features may be listed: 

(a) An acceptable amount for each 
installment. Practically all the invest- 
ment plans suggested are obtainable in 
convenient denominations. 

(b) Acceptable duration of plan. 
Some plans, as that of the building and 
loan association, cover only a set num- 
ber of years whereas the savings bank 
plan contemplates no definite termina- 
tion and may be defeated for the lack of 
a specific goal. A life insurance plan 
may be spread out over the number of 
years best suited to the needs of the in- 
dividual. 

(c) Completion in case of death. In 
case of death, the life insurance invest- 
ment plan is completed and beneficiaries 
receive the amount which the insured 
set out to save. Under all other plans, 
only the actual accumulations are avail- 
able, and these are depleted by costs 
of estate settlement. In other words, 
the time to save is assured through life 
insurance. 

(d) Installments paid on life insur- 
ance begin to earn interest immediately 
which is not always true with other 
plans. 

(e) Each installment paid on life in- 
surance gives full title to the part but 
this is usually true of other plans as 
well. 

(f) Under life insurance having a 
disability clause providing for waiver 
of premium and income, (1) future de- 
posits are made for the policyholder, 
thus guaranteeing completion of invest- 
ment plan, and (2) a substantial income, 
usually 12 percent annually of the 
amount to be saved, is paid to the in- 
sured. Under other depository plans, 
only the accumulations to date of disa- 
bility are available. 

(g) Under life insurance, the urge 
to continue is stronger than with most 
other plans because of regular notices, 
the hesitation of an insured to take 
away his family’s protection, the knowl- 
edge that the contract cannot be re- 
Placed except at a higher cost and the 
Service of the agent in attempting to 
conserve the business. 

= 


Among the outstanding investment 


features of life insurance may be listed: 

(a) Safety of principal. Life insur- 
ance deposits are merged with the total 
assets of the life insurance company and 
have the financial backing of all such 
assets. If any loss is sustained by the 
company, it reflects back to the policy- 
holder only in the proportion that his 
share bears to the total. Furthermore, 
life insurance companies, in general, are 
larger than depository institutions, are 
regulated by more than one state, and 
the spread of risk geographically is 
usually much better than with deposi- 
tory institutions. The backing of all 
assets above mentioned applies to sav- 
ings banks and building and loans also, 
but not to trust companies as each trust 
account stands on its own merits. Life 
insurance companies generally secure 
better diversification of investments with 
respect to (1) class, (2) duration, and 
(3) geographical location. They do not 
have to carry such large cash accounts 
as income is dependably in excess of 
outgo under normal conditions. 

(b) Rate of return. The investment 
part of a life insurance contract is com- 


pounded at a 5 percent plus rate when 


the term insurance ciement is con- 
sidered. This compares very favorably 
with the return from other savings 
plans. 

(c) Marketability. Life insurance 
cash values are always available in full 
and have been paid dollar for dollar 


even when Liberty Bonds have sold at 
a discount. 

(d) Borrowing capacity. Loans may 
be made against life insurance cash 
values up to 94 percent of their amount 
even in periods of financial distress 
when banks insist on a high margin of 
collateral on other loans. Moreover, 
such loans are easy to make, are free 
from publicity and the interest rate is 
low. 

(e) Stability of value. Life insur- 
ance cash values do not vary with con- 
ditions in the security markets or busi- 
ness conditions. 

(f) Freedom from managerial care. 
Practically all the savings plans sug- 
gested enjoy this advantage. 

(gz) Life insurance goes directly and 
immediately to specific beneficiaries in 
accordance with the settlement plan re- 
quested. Depository accounts must pass 
through probate court under will or in- 
testacy law, subject to owner’s debts, 
taxes, and estate settlement costs, as 
well as a delay of not less than six 
months. 

(h) Tax exemption. Life insurance 
enjoys certain exemptions from income, 
estate and inheritance taxes not allowed 
to other investments. 

QUESTION 2 

Nearly all of John Smith’s total estate 
consists of a business enterprise, the 
value of which to the extent of 50 per- 
cent consists of (a) good-will, and (b) 
intangible investment by way of adver- 
tising and the training of a personnel. 
Explain all the reasons why Smith needs 
life insurance to meet the above situa- 





tion. 


ANSWER 
Smith needs life insurance to meet 
this situation for the following reasons 


(a) His death will destroy much of 
the good-will that now attaches to the 
business. Many people patronize a 


business because of the man at the head 


of it. At his death, they will turn else- 
where. Smith should capitalize his 
good-will, (i. e., his life value) through 


life insurance. 

(b) The training of a personnel is 
largely in his hands. At his death, this 
work must pass to someone less capable 
Furthermore, if he dies before he has 
had time to realize the profits from his 
advertising and training or to train cer 





HE accompanying answers to 

questions which were given in 

the June 1931 C. L. U. exami- 
nations form a composite set made 
up from the replies of various can- 
didates. This set does not purport 
to show perfect answers to each 
question, nor to indicate that the 
answers presented were the best 
which appeared on any paper, but 
rather to give representative an- 
swers. Many of the questions and 
problems involve the use of judg- 
ment on the part of the candidate. 
Accordingly, no hard and fast solu- 
tion could be expected. Credit was 
given for the reasonableness of the 
candidate’s answers and _intelli- 
gence with which he applied his 
knowledge. 

Candidates for subsequent ex- 
aminations are particularly cau- 
tioned not to use this set of ques- 
tions and answers as a means of 
preparation. The answers are by 
no means a short-cut which will 
take the place of thorough and 
systematic study of the subjects 
suggested. Anyone who uses 
them as such invites disappoint- 
ment since the examination ques- 








tions each year are framed with 
the idea of testing whether the ap- 
plicant’s knowledge is thorough 
and comprehensive. On the con- 
trary, a candidate who has prop- 
erly studied the various subjects 
contemplated by the examinations 
may find a compilation such as 
this helpful in suggesting the com- 
prehensiveness with which ques- 
tions should be answered. He may 
also find it useful, after complet- 
ing his preparation, to answer 
each of these questions for his 
personal information and _ then 
compare the results with the 
answers herein presented. 











tain men completely to take up his 
work, the business will suffer. Smith 
being the most valuable man to the busi- 
ness, should capitalize his own value in 
favor of the business. 

(c) With so large a percentage of 
his assets intangible, he does not have 
a great amount of business collateral to 
post for credit purposes. John Wana- 
maker, when in this position, bought life 
insurance, in order to be able to obtain 
the credit he wanted, upon favorable 
terms. In times of need, Smith will find 
that the loan values of his life insurance. 
or the policy itself, posted with a banker 


own life, will en 
hance the credit of his business by mak- 
ing these intangible assets tangible. 


as collateral on his 


* * 

(d) Looking at the matter from the 
standpoint of Smith’s family, we see 
that on Smith's death there will be 


(without life insurance) practically noth- 
ing left. It is doubtful if the business 
could continue, and it is from that source 


alone that his family would obtain any 
estate. With life insurance, it does not 
matter whether the business is con- 


tinued or not. Smith will capitalize his 
value to his business, which is indirectly 
the same as his value to his family. If 
the business is continued through the 
help of life insurance, his family may 
sell it at a fair price, because it is a 
going concern If it is not continued, 
the family receives the life insurance 
money, which is roughly equivalent to 
their share in the business, anyway. For 
the sake of his family, Smith must have 
life insurance. 

(e) Since realization of a return 
from Smith’s investment in his business 
is dependent upon his continued exist- 
ence, his “life insurance” in reality be 
comes “property insurance.” 

QUESTION 3 


State five important and distinctly 
different ways in which life insurance 
can help the policyholder (assuming 
continued life) to create a larger estate 
than would otherwise likely be the case. 
Explain each of these creative functions 
of life insurance sufficiently to make its 
usefulness apparent. 

ANSWER 

(a) Promotion of personal endeavor 
through the removal of paralyzing fear 
and worry. Makes him free to devote 
time and energy to his business or pro- 
fession. 

(b) Promotion of thrift. Many men 
need to be protected against their own 
weaknesses. Life insurance enables a 
man in a convenient, systematic and 
gently compulsory way to save money 
which would otherwise be spent. 

(c) Creation and maintenance of 
credit. It is possible through the 
medium of life insurance for him to get 
additional credit often at lower interest 
rates than would be available other- 
wise. The lender is protected and the 
insured has additional capital on which 
he can make increased profits. 

(d) Promotion of investment or the 
conservation of savings through a guar- 
anteed investment. Life insurance 
method assures him that his funds will 
not be lost through unwise investment 
in speculative securities. 

(e) Conservation of life. Through 
education, health surveys, periodic ex- 
aminations, etc. the working life of the 
policyholder is prolonged and conse- 
quently his earnings and estate are in- 
creased. 





QUESTION 4 

Henry Brown, aged 45, is insured for 
$100,000 (taken out at age 35), half of 
said insurance being whole life insur- 
ance on the twenty payment plan and 
the other half long term endowment in- 
surance maturing at age 65. Being able 
to pass the necessary medical examina- 
tion, Brown is advised, on the ground 
of better financial return, to surrender 
this insurance, to take out an equal 
amount of ordinary whole life insurance, 
; and to invest the cash surrender values 
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and the difference in premiums in his 
own business. Do you agree with the 
advice? State your reasoning fully. 


ANSWER 


My answer to Mr. Brown if presented 
would be absolutely “No,” for many 
reasons, both theoretical and practical. 
These are: 

(a) The possibility of a better finan- 
cial return from the released funds is 
highly problematical as most clearly evi- 
denced by the present general business 
and investment conditions. While it is 
possibly the case that those released 
funds might do better in his business, 
the experience indicates that the mor- 
tality on businesses is a great deal 
higher than on funds in trust with life 
insurance companies. 

(b) Should financial embarrassment, 
even of a purely temporary nature, over- 
take him, his present life insurance 
estate is safeguarded through the non- 
forfeiture values which he would again 
need to build up. 

(c) By leaving his funds as they are, 
he is diversifying. All his “eggs in the 
business” might be better but not nearly 
so certain. 

oe 


(d) He is this way definitely assured 
of a competency at age 65 and a future 
reduction of costs of insurance at age 55 
when the 20 payment life policy ma- 
tures. In other words, from memory of 
rates, I should say the total cost of his 
$100,000 at present time to be about 
$2500 per annum. At age 55 this would 
reduce to about $1250 and at age 65 
create a complete estate. If new Ordi- 
nary Life is taken, the cost at age 45 
will approximate or exceed his present 


premiums and would necessarily con- 
tinue for life. (If participating, divi- 
dends of course could be deducted.) 


Furthermore, the reserve has_ not 
reached very large proportions in ten 
years and, consequently, the amount the 
insured’s has at risk is still very sub- 
stantial. In addition, I should call to 
Mr. Brown’s attention the fact that a 
change of this kind will probably neces- 
sitate the payment of another agent’s 
commission which, of course, will be 
borne by Mr. Brown and after all this 
may be the actuating motive behind the 
suggestion. I should further recom- 
mend that he take the matter up with 
the companies, or their representatives, 
in which he is now insured. 

Summing up, I feel the whole pro- 
cedure, aside from representing no dis- 
tinct advantage, is only so good as the 
assumed rate of interest on released 
funds, which item is highly speculative 
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or ordinary observation. 
QUESTION 5 
Explain briefly three important ways 
in which life insurance serves advan- 
tageously the cause of constructive or- 
ganized philanthropy. 
ANSWER 


(a) By permitting philanthropically 
minded people to make larger bequests 
out of present income without diminish- 
ing their general estates. 

(b) By guaranteeing to philanthropic 
institutions bequests without any neces- 
sity of court struggles. 

(c) By giving philanthropic institu- 
tions bequests in cash instead of in 
doubtful securities or property which 
must be disposed of before being useful. 

Many men would be glad to make be- 
quests if they were sure that their fami- 
lies would leave a large enough estate. 
If insurance is bought by these men 
payable to a philanthropic institution 
they know now just how much it is go- 
ing to cost them and that no share of 
their estate need be devoted to this pur- 
pose. 

In the second place, if a bequest is in 
the form of a life insurance policy it is 
transferred immediately to the institu- 
tion at the death of the donor by con- 
tract and no action brought to break the 
donor’s will can have any effect on the 
institution. 

In the third place, most bequests from 
general estates come in the form of 
property composing part of that estate. 
Frequently it is years before this prop- 
erty can be so arranged as to be of any 
value to the institution. 

(b) Principles and Practices 
QUESTION 1 

Select any three of the following, and 
in connection with each (a) define the 
exact liability of the insurance company, 
and (b) give an economic illustration 
justifying the issuance of the contract: 


(1) “Joint-life policy” 


(2) “Survivorship annuity policy” 

(3) “Contingent” or “survivorship 
policy” 

(4) “Last survivor annuity” 


ANSWER 


(1) “Joint-life policy” 

(a) The liability of the company in 
a “joint-life policy,” requires the pay- 
ment of the proceeds to the beneficiary 
of record upon the death of the first of 
the two or more people whose lives are 
jointly insured. Upon payment of the 
net proceeds (the face amount—plus ac- 





est), the liability of the company is dis- 
charged. 
(b) “A,” a man of means, advances 


to “B” and “C,” two. young men of 
promising possibilities and of com- 
plementary abilities, the sum of $xxxx. 


He requires that they furnish him with 
notes for the indebtedness and collateral 
security in the form of life insurance of 
$xxxx. He does not want one-half on 
each for the death of one will jeopardize 
the remaining half of his advance. If 
“B” and “C” each furnish him with 
$xxxx of insurance on their respective 
lives, the cost may be excessive. Here 
a joint life policy is indicated on “B” 
and “C” in favor of “A.” 

se ¢ 
(2) “Survivorship annuity policy” 
(a) A “survivorship annuity policy” 
imposes upon the company the liability 
to pay a life income to a specified bene- 
ficiary or annuitant, if such person is 
alive at the death of the insured. The 
first payment is due to the beneficiary 
at the date of death of the insured, and 
annually thereafter (or semi-annually. 
quarterly, or monthly, as may be pro- 
vided). 

This policy contains no cash values. 
It becomes void if the beneficiary pre- 
deceases the insured. 

(b) This is an ideal contract for use 
in providing a life income for a parent 
through life insurance. The rates 
charged are influenced by the ages of 
both the insured and beneficiary and 
are very low when the insured is young 
and the beneficiary old. This contract 
is particularly indicated when a son 
with only a modest surplus to spare an- 
nually wishes to make the most gener- 
ous allowance possible for a parent, 
upon his (the son’s) death. 

(3) “Contingent” or “survivorship 
policy” 

(a) A “contingent or survivorship” 
policy is one which provides for pay- 
ment of the face in case some other per- 
son should be living at the time of the 
insured’s death. It is not a commonly 
used type of policy. 

(b) Such a policy might be used, 
however, in order to borrow against a 
contingent interest in a life estate. For 
instance, if an estate is left in trust for 
a widow with the understanding that 
she shall receive the income during her 
lifetime, and that the principal shall then 
be divided among the survivors of their 


sons, a particular son needing funds 
might borrow on his interest in the 
estate by carrying such insurance to 


protect the lender. If the mother should 
predecease him, the loan could be re- 





————_ 
he should die first, the insurance pro. 
ceeds would repay the loan. 

(4) “Last survivor annuity” 

(a) A “last survivor annuity” jp. 
poses upon the company the obligation 
to pay a definite annual income to two 
(or more) individuals jointly while they 
are both alive, and to continue the same 
(or a reduced) amount of income to the 
survivor (or survivors) for the balance 
of his or her lifetime. 

(b) This contract is of value and 
serves to excellent advantage when apy 
old or aging couple (husband and wife) 
who have discharged their responsibjjj. 
ties to children and others, now wish to 
arrange for themselves a life 
which neither can survive. 

QUESTION 2 

Contrast industrial insurance with 
ordinary life insurance as regards the 
most important policy provisions. 

ANSWER 

(a) Industrial insurance provides for 
an amount of insurance which a weekly 
premium of five cents or multiples 
thereof will purchase, whereas ordinary 
insurance provides insurance in even 
amounts (usually $1,000 and multiples), 
and premiums are quoted in uneven 
amounts according to age, etc. 

(b) Industrial insurance usually pro- 
vides for extended term insurance as 
the only non-forfeiture provision from 
the third to fifth policy year, after 
which cash values, etc. are available. 
Ordinary insurance provides for fy! 
non-forfeiture privileges at or before the 
third year. 

(c) Industrial policies usually prom. 
ise one-half “benefit” for the first six 
months or year. Ordinary policies are 
in force for the full amount from the 
date premium is paid. 

* * * 


income 


(d) Industrial insurance is payable 
weekly or monthly to the agent who 
calls, whereas ordinary insurance is pay- 
able annually, semi-annually or quar- 
terly, at the company’s office. 

(e) A grace period of four-weeks is 
allowed for industrial policies. One 
month (30 or 31 days) is the grace 
period for ordinary policies. 

(f) Industrial insurance contains a 
“Facility of Payment Clause” which 
allows the company certain leeway in 
paying benefits not permitted in ordi- 
nary insurance . 

(g) The use of a special mortality 
table is provided in industrial policies. 
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HE ESTATE-O- GRAPH 

is a picture publication to 

send to clients and pros- 
pects. It pictures the benefits of 
life insurance in an understand- 
able and interesting manner. It 
visualizes life insurance at work. 
It demonstrates by means of 
carefully posed pictures what life 
insurance will do for the prospect 
and his family. 
THE ESTATE-O-GRAPH is in- 
teresting because it consists 
largely of pictures. It puts ideas 
across very effectively because it 
presents them in visual form. 
Everybody is interested in pic- 
tures. Good pictures put over an 
idea quicker than words. Good 
pictures require less thinking 
than words. Pictures are easier 
understood, they present ideas in 
amore vivid fashion than words. 
Rich or poor—old or young—we 
all like to look at pictures. 


Your Own Magazine 


Your name, address, company repre- 
sented, and any selling slogan you may 
Wish is printed at the top of the first 
page. The publication is printed in 
Rotogravure, making it a very beauti- 
ful little magazine and one you will 
be Proud to claim as your very own. 
It is published monthly and pictures a 


diferent phase of life insurance in each 
issue, 


Exclusive 


Except in the very largest cities, The 
Estate-O-Graph is sold on the exclu- 
sive basis. You or your agency will 

the only one in your city having 
the right to distribute these copies. 
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What Franchise Holders Say About The 
Estate-O-Graph 


Alma D. Katz, Mutual Life of N. Y., 


Portland, Ore. 
“ We 


1 
nas 


The 
the 


that 
one of 


believe Estate-O-Graph 
that 
agency 


Mu- 


been main factors 
maintaining this 


among the leading agencies of the 


have aided in 


F. W. Tierney, Occidental Life, 
Walla, Wash. 

“I just cleaned up a $30,000 case today, 

which I feel sure was the direct result 

of The Estate-O-Graph. 


R. C. Carr, Southern States Life, Mon- 
roe, La. 


Walla 





tual Life Insurance 
Company of New 
York.” 


Wm. A. G. Linn, Eq- 
uitable of N. Y., 
Lewistown, Pa. 


The Estate-O-Graph 
Portfolio 
contains sample copies of 


“Enclosed find re- 
newal of contract for 
[The Estate-O-Graph 


for 1931. We are well 
pleased with this serv- 
ice and recommend 
same to anyone that is 


“My 1930 business one year’s issue and -infor- interested in high class 
was 22% better than mation regarding the serv- advertising _ literature 
in 1929, and I am sure ice. It is sent on receipt for their agency.” 
The Estate-O-Graph of one dollar. If you buy 

has helped me to make the service, the dollar is E. C. Taylor, Mass. 
it so. credited to your account; Mutual Life, Dowa- 

if you don’t, you can re- giac, Mich. 
Fred J. Johns, Cali- turn the Portfolio and “The first mailing 


fornia State Life, 
Sacramento, Cal. 
“T have written ten to 
whom [I mailed 
The Estate-O-Graph 
monthly, totaling a 


whether 


available. 





contents and your money 
will be refunded. Find out 
the exclusive 


low to order the Portfolio. 


considerable 
One mailed 


brought 
comment. 








volume of $120,500. I 
believe the other 
ninety on the list are my best prospects 
for future insurance.” 


Anna M. Rozelle, 
Detroit, Mich. 


“The last copy enabled me to close two 
cases I have been soliciting for over two 
years without results.” 


Provident Mutual, 


Bernard Vise, Imperial Life of Canada, 
Toronto, Ont. 


“In two cases particularly I was suc- 
cessful in securing over $60,000 of new 
business directly as a result of the issue 
regarding business agreements and in- 
vestment insurance.” 


franchise for your city is to prospect brought 
Use coupon be- another prospect for 
$50,000 to my atten- 
tion. One of each of 
the first two, bound in 
a brief, helped me 
close a $10,000 Endowment at 65, age 
46.” 


F. C. Davies, 
Madison 


Northwestern Mutual, 


“The Estate-O-Graph is the most ef- 

fective way of educating people to the 

uses of life insurance that I have yet 

seen.” 

H. Tryloff, Sun Life, Mt. Clemens, 
Mich. 

“It may interest you to know that from 


over $500,000 of paid for business last 
year we did not have a single lapse, and 
we give a large amount of credit for 
this remarkable record to The Estate- 
O-Graph.” 


Interest 





Group orders for general 


or district agencies 

Several men in one agency can com- 
bine their individual orders into one 
order large enough to secure the ex- 
clusive franchise for their city. Each 
man’s name is printed on his copies. 
In this manner, the price per copy is 
reduced, and the agency secures the 
exclusive franchise for the city. 

General Agents who are looking for 


something to help their men sell and 
to systematize their calls, will be inter- 


ested in securing the franchise for 
The Estate-O-Graph. 

A dollar brings the portfolio pictured 
above. If you order the service this 
dollar is credited to your account. If 
you do not order the service, you can 
return the portfolio and your dollar 
will be refunded. 

Find out about the exclusive franchise 
for your city. Use this coupon to 


order the portfoli . 
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The National Underwriter 


A-1946 Insurance Exchange Bldg. 
Chicago, I!linois 


Please send me The Estate-O-Graph 
Portfolio for which $1.00 is enclosed. 
If I order the service this dollar will 
be credited to my account. If not, I 
can return the portfolio and my money 
will be refunded. 
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